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GREAT many more things 
A are attributed to Henry 
Ford than really belong to 
him. Whether he ever advocated 
standardized sizes in shoes, or not, 
the manager of the shoe department 
of the Ford commissary store at 
Highland Park provides sufficient 
sizes and widths to make it possible 
to fit feet correctly. Sizes in both 
men’s and women’s shoes begin with 
AA width and in the former run to 
EEEE width, while in the women’s 
line they run to E. The narrow 
widths are a tribute to the Ameri- 
can feet of the community, for in 
the mining districts, where most of 
the commissary stores are located, 
the narrowest width handled is C. 
The Ford commissary stores were 
opened for the sole purpose of bene- 
fiting the workers of the many Ford 
industries. In the Highland Park 
store the purchases were confined to 
bonafide employees of the motor 
plant. Customers were required to 
identify themselves by presentation 
of their numbered metal identifica- 
tion tags before they were allowed 
to buy. 


HE natural cupidity of man is 

not to be overcome, so it is not 
surprising that the company found 
their employees lending their tags to 
friends so that they could make pur- 
chases. At first the men were repri- 
manded, then the tags were taken 
away from the offenders, but the 
practice grew worse rather than 


in City of Detroit 





HENRY FORD 


tbe story was told of R. H. Fyfe 
talking to Henry Ford on distribution. 
Asked Mr. Fyfe, “How can your methods 
be applied to the retail shoe business?” 
Henry first queried, “What are the best 
selling sizes?” When informed 8C for 
men and 5B for women, the marvel-of- 
money replied, “Well, concentrate .and 
only sell those sizes.” 











better. Unless the benefits of the 
store were to be cut off from the 
large majority of those it was in- 
tended should benefit, the restric- 
tions had to be taken off and the 
practice allowed to continue. The 
decision was finally reached that if 
part of the public should be per- 





Ford Sells 1000 Pairs Daily 


Plans to Open Another Store 


mitted to purchase at the store the 
rest should be granted the same 
privilege. Hence we have the Ford 
commissary store open to the entire 
population of the community in 
which it is located. 

The Ford commissary store is not 
run for profit, but it must meet its 
own expenses. Just what is done 
with the surpluses the writer did 
not learn, but there must be no 
losses. When the store opened at 
Highland Park (Detroit) many 
rumors were afloat, and indeed 
rumors continue to flit around the 
trade. The shoe merchants of De- 
troit were very much opposed to the 
opening of the shoe department in 
this store. Why? Because it was 
rumored that shoes were to be sold 
at an advance of 10 per cent on in- 
voice prices. 


S a matter of fact, instead of 
shoes being sold on a margin of 
10 per cent, it is found that not a 
pair is sold that does not bear a 
mark-up of at least 25 per cent. It 
is true that jobbers’ prices are ob- 
tained by this firm, but this privi- 
lege is granted by manufacturers to 
any other concern with branches 
nearly a score in number. So much 
for the selling at cost bugaboo. 
Every shoe purchased must be 
guaranteed to prove satisfactory in 
wear. No branded shoes are han- 
dled, nor any line with a price re- 
striction of any kind. All shoes 
must be stamped with Ford’s private 


[CONTINUED ON PAGE 38] 
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‘What the South Says on Style 


Sunshine Brings Out New and Significant Style Trends That Will 


Influence Summer Demand 


BOUT this time every year, 
A the Southern and South- 
western sections of the 
United States are freely accorded 
that degree of importance which 
they feel is theirs by divine right 
all the year ’round. Men from New 
England and the Middle West pains- 
takingly curb their desire to bash 
in the face of the gentleman from 
Los Angeles (or their fat friend 
from Miami) and allow him to speak 
freely, provided he confines his few 
brief remarks to shoe styles. 
For what the South wears in 
February the rest of the country is 


Shell gray, one of the outstanding 


Easter colors, trimmed in green. 
Noted at Palm Beach 


quite apt to wear in May, June and 
July. 

In years past, this article could 
have been written in very few words. 
“The South says white” probably 
would have covered it. This year, 
however, the short and simple an- 
nals of style have been all gummed 
up by the introduction of pastel 
shades, some of them so light in tone 


as to prove an easy substitute for ~ 


the pure white of kid, calf, buck and 
elk. 

The BooT AND SHOE RECORDER is 
fortunate in having its field editor 


The pink floral design on the heel 
and trimmings on this pure white 
slipper was a sensation at Miami 


in Florida, an associate editor in 
Texas, another in Los Angeles, and 
a flock of correspondents scattered 
in between at strategic points. It is 
unfortunate, however, in its at- 
tempts to get them all to tell the 
same story. One thing, however, is 
clear: 

The South and Southwest have 
opened their season, not with white, 
as in years past, but with the colors 
of the color card—pastel parchment, 
rose blush, shell gray and water lily. 
Some whites will be sold later, but 
not in the volume to which those sec- 
tions of the country are accustomed. 
And the white season will be shorter. 

From information received, we be- 
lieve that the season in the North 
will follow this lead; that there may 
possibly be a short white season, and 
that the next major swing will be 
back to black footwear—patents and 
satins. 


HROUGHOUT the South and 
Southwest today, and even in 


For sports wear. An oxford in 

stone gray with gray alligator calf 

heel, throat and lace. From Long 
Beach, Cal. 


the mad joy of buying the light 
colors, women have not ceased their 
demand for black. 

From. Savannah, for instance, we 
get word that “parchment is good; 
shell gray, rose blush and, of course, 
the darker colors, are way off. After 
May 1 it will probably be 50 per 
cent whites, 30 per cent light colors 
and 20 per cent black.” 

In Atlanta, Birmingham, Macon 
and Charleston, S. C., whites are 
dead, having been killed by the light 
colors. They may revive later for a 
brief season. In Savannah, high 
style leaders say there is a possi- 
bility of their white season being 
seriously interfered with by the in- 


troduction of the very light shades. 
In this connection, water lily is men- 
tioned as one of the possibilities. 

In the medium and lower grades 
this section of the South, particu- 
larly around Savannah, has arrived 
at a different percentage. From now 
until Easter they expect to sell 25 
per cent black, 15 per cent white and 
60 per cent colors. After Easter 
blacks will drop to a scant 10 per 
cent and the balance of 90 per cent 
will be done on whites and colors, 
about evenly divided. 

To quote from one well known 
Florida merchant: 


66 DAY the white shoe is out of 
the picture, for women can 
choose from dozens of harmonizing 
colors. The day of the white shoe has 
passed, as a quantity seller, or even 
as an important factor in the better 
grade stores. If this were to be an 
80 per cent white and a 20 per cent 
black season, as heretofore, it would 
cut down the volume considerably. 
This spring offers the best chance 
for big volume that we have ever 
had. It would not surprise me to see 
a black Easter. I have anticipated 
this a little by buying four new 
black styles. If it should be black 
for Easter, it will mean more pairs 
of the light shoes sold later on.” 
This same man, backed up by one 


“ A rose blush base with a pastel 
parchment quarter and fancy waist 
line. Pictured at Galveston, Tex. 


of his competitors, dopes the sales 
by colors as follows: 
Before Easter 
Per Cent 
Patents 
Whites 
Very light colors (water lily, etc.) 10 
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Per Cent 
Brown family 15 
Light shades (not including gray) 30 
Light grays 10 


For After Easter Selling 
Per Cent 


Whites 


With black and white so popular in 
dresses, we note a black and white 
instep tie from San Diego 


Very light colors 
Brown family 
Light shades 
Light grays 


URNING to Texas, we find that 

merchants have purchased much 
less heavily on whites than has been 
their custom. In this State, how- 
ever, it is not so much the light 
colors which have interfered with 
whites as it is the predicted stam- 
pede to a new pattern—the sandal 
type—after Easter. The period be- 
fore Easter in this State will be de- 
voted largely to disposing of the 
light colored kid and calf footwear 
of the type with which we are all 


familiar. Immediately after Easter, 
however, will come the open shank 
models—many of them in the high 
shades—red, blue and green. Also 
there will be sandals of parchment 
and of stone. The whites which sell 
will confine themselves largely to the 
high grade lines and will be mostly 
of the plain pump and one-strap 
variety. Black patent is not being 
overlooked as a warm weather de- 
velopment—both in the sandal and 
pump types of footwear. 

Encouragement for white comes, 
however, from Coronado Beach, in 
California. Winter visitors at this 
resort are mostly older people, pros- 
perous, of course, and conservative 
in their tastes. Our correspondent 
there reports: 


An ornate evening type slipper in 

two tones of iridescent kid, the 

jewels on the instep ornament har- 
monizing in color 


$6 “NORONADO winter visitors are 

earing white kid shoes of the 
tie pattern, with an occasional strap. 
Here and there one sees a blond kid 
or parchment, but the whites pre- 
dominate with best dressed women. 
White buck sport types trimmed 
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Sunshine brings out the fashionables 

at the Southern resorts. There will 

be more whites and colors in men’s 

shoes than ever before. It is the 

outstanding feature of the Southern 
resort style season 


with tan are good style. Coronado 
visitors are mainly elderly, prosper- 
ous people, and they lean to the more 
conservative things in patterns. 

“As spring nears, Southern Cali- 
fornia will put on the light shades 
of parchment, blond or water lily 
leathers. Right now the big sellers 
are black patents, and merchants say 
this will be true for thirty days to 
come.” 

Leading stylists in Los Angeles 
express the opinion that black pat- 
ents will be best sellers for an- 
other thirty days, to be followed by 
light shades. A _ surprising ten- 
dency toward grays was reported by 
several merchants. Numerous con- 
sumer demands have caused buyers 
to wonder if grays are not going to 
figure extensively in the spring busi- 
ness. 

Parchment shades, water lily and 
other delicate colors are predicted as 
leaders when spring really opens up. 
Rose blush and colors of warmer 
tints seem to be making decided ad- 
vances in popularity, but the blacks 
are still predominating. 


A sport tie in a cobra grain cedar 
color calf over stone suede. Noted 
at San Antonio 





BOOT AND SHOE RECORDER 





BOOT and SHOE 


REG ORDER 


ARTHUR D. ANDERSON, Editor 
Owen A. THOMAS Heten M. HAney 
Harry F. BAKER RicHarp L. PRATHER 
Georce E. Garou, Associate Editors 
Harry R. Teruune, Field Editor 
CAO d 
Executive, Epirortat anp Sates OFrices 
207 Soutn Street, Boston, Mass. 





Cable Address Bootreco, Boston, U. S. A. 
Orrice oF THE PuBLICATION 


239 West 39TH STREET, NEw York City 


BRANCH OFFICES 
Sr. Louis 
1627 Locust St. 


RocHEsSTER 
70 Exchange St. 


New Yorx 
239 W. 39th St. 


PHILADELPHIA 
214 S. 12th St. 


Curcaco 
189 W. Madison St. 
‘CINCINNATI 
501 First Nat. Bank Bldg. 


Getting More Shoes Sold Right 


Sunshine Sells Shoes 


HAT a wonderful stimulant to business at 

retail comes through a few days filled with 
sunshine in mid-winter. In the East and North- 
east, fourteen consecutive days of sunshine has 
had its effect. Women have responded to the call 
of spring and the first purchases of colorful foot- 
wear have been made. 

Within a week the temperature of eighty in 
Georgia, sixty in New York, and a similar rise in 
the thermometer in other parts of the country, has 
developed what J. J. Sensenbrenner of St. Louis 
anticipated as far back as our issue of Dec. 25. He 
said: 

“You can sell to every woman at least one pair 
of style shoes by February and another pair by 
Easter, thus doubling your opportunity. Demand 
will come early for spring shoes.” 

Mr. Sensenbrenner is a prophet who knows the 
time to take a profit. He sensed really better than 
he knew the real opportunity of spring time. We 
hope that many other merchants have profited by 
the betterment of weather. Day by day from now 
on the odds are in favor of sunshine. 

It is an old saying in the trade that when they 
begin to walk on leather, look for a spirited de- 
mand in pretty shoes. The galosh season happily 
and profitably was before the turn of the year, and 
the “on-leather” season has certainly started with 
the early days of February. 

There will be bad weather ahead, but its chances 
of delaying demand are diminishing. Even the 
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professional pessimist looking at the statements of 
last year’s business, which are now appearing in 
print, must be taking a day or two off from his 
mournful task. If he looks at the window-shop- 
pers that the better weather has brought out. he 
senses present and future interest in new footwear. 

We may think, in these sheltered time, that 
weather has very little influence on purchasing, 
but the alert merchant knows that a day of the 
right sort of weather previous to the real spring 
season is worth a dozen days in July. 

There is developing a real sparkle for new foot- 
wear, and if merchants will hold to their prices and 
will get their profits, the first months of spring 
will start a real year’s business profitably. 


A Compliment 


OMEWHAT of an indirect compliment has been 
paid a service that has been rendered by the 
BOOT AND SHOE RECORDER for some time. 

There was organized recently at Dayton, Ohio, 
the Society for Interchange of Merchandising 
Ideas. This society will cover a large group of 
leading American industries, having in mind the 
value of “Other People’s Ideas.” That is precisely 
the name of our O. P. I. department, which deals 
in Other People’s Ideas—a service of long standing 
usefulness. 

To prepare it we keep constantly on the road 
traveling editors whose duty it is to get ideas at 
first hand and to exchange with the merchant ideas 
in print, through the RECORDER and in person 
through RECORDER men. If one of our Field Edi- 
tors comes into your store, give as well as get an 
idea to help make a profit this year. 


More Women’s Shoes 


—Profitably 


VEN women will consume more shoes per 
capita when footwear is more intelligently dis- 
tributed. The per capita consumption of women’s 
shoes is low when they are considered as a factor in 
dress, as much as that statement may surprise you. 
We have analyzed the distribution of women’s 
shoes by counties, communities and districts, cov- 
ering a period of three years, in comparison with 
population, purchdsing power, type of outlet and 
living standards. 

For every woman who wears six pairs of shoes 
in a year, there are about six women who have 
bought but one pair in the same time. At that, the 
fact that the shoe industry made no profit, as a 
whole, last year, is not the fault of the market; but 
rests with the industry itself. 

While the retailer may have his faults, the bur- 
den of the situation does not rest specifically at 
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his door. The 1925 Census of Manufacturers 
shows 1460 establishments manufacturing shoes. 
That is 146 less than shown in 1923, but there 
could have been seven times that reduction with- 
out destroying competition, or restraining trade. 

The situation confronting the shoe industry is 
not peculiar to that line. There was a decline in 
numbers in the flour-milling industry amounting 
to 800 mills between 1923 and 1925, but there 
could have been a decline of 4000 without reducing 
the output and sale of flour and without destroy- 
ing active competition. The same thing is true 
relatively of practically all manufacturing lines. 

However, mere size is not the determining factor 
of survival. Some relatively small concerns may 
do a better job of adaptation than some of the large 
ones who look back to former prosperity and ex- 
pect a bygone situation to return. 


More Time to Consume 


Goods 


NE industry, not in shoes, is now in the middle 

of the season, dumping nearly 40 per cent of 

its production below the actual cost of production 

and the cheap outlets are declining to buy without 

further price reductions. They will get the mer- 
chandise at their own 
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justing our activities to the “law of supply and de- 
mand.” We can produce more of the essentials 
than we can currently consume and it costs too 
much to support the excessive facilities and per- 
sonnel. It takes the money we want to spend for 
new variety and volume of things we had never 
hoped to possess until it was made relatively easy 
for us to get them. If we need to get along with 
only two pairs of shoes in order to ride in our own 
automobile, we will have the car and save our 
shoes by riding. With the money we recover from 
elimination of waste effort and unnecessary over- 
head, we will support new industries which may 
be conducted by the men who are being crowded 
out of present industries. 

Ford’s adoption of the “Five Day Week” and 
the reduction of working hours in many industries 
and the decreasing number of people engaged in 
production in several lines without reduction of 
volume of output, are all indicators of the trend 
we are following. The steady flow of merchandise 
over the railroads has made possible the movement 
of increased tonnage with fewer men and less 
equipment than formerly. The same thing in 
large measure applies to the movement of mate- 
rials through the processes of manufacture. There 
is readjustment going on and each day shows im- 
provement for the well founded, alert and aggres- 

sive business. 








= 





figures, because it has 
to be sold. Of course, 
the legitimate retailer 
who has a stock at reg- 
ular prices will take a 
loss, or carry over some 
merchandise. The man- 
ufacturers blame the 
retailers for not buying 
greater volume and 
thus avoiding the ne- 
cessity of competing 
with distressed mer- 
chandise, but the retail- 
ers had no way of 
knowing that there 
might not have been an 
accumulation of over- 
produced goods in any 
event, and their situa- 
tion would have been 
‘ worse had their stocks 
been larger. 

Don’t think that the 
situation indicates that 
we are going to the 
“bow wows.” It mere- 
ly means that in the 
midst of an economic 
evolution we are ad- 


it useful and instructive. 


judgments. 


we ‘} 
The ‘Reason Why 


Patton & Hall 
Schenectady, Amsterdam, Saratoga 


We are very happy to say that covering a period 
upwards of 30 years we have been enjoying the 
Boot AND SHOE REcoRDER and have always found 


We have been able to put into practice many 
ideas that we have found within its pages, and 
would gladly recommend the RECORDER to every 
one who is retailing shoes, as a most reliable source 
of shoe and leather information. 

Very truly yours, 
(Signed) J. L. PATTON. 


* # °% 
There have been great and varied changes in the 
retail shoe business during the past thirty years. 
But during all that time the Recorper has kept 
just a bit ahead of the procession. 
That’s one reason why a successful merchant 
like Mr. Patton appreciates RecorveR ideas and 
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Do Men Need 
Shoes? 


HE whole men’s 

shoe industry is not 
going by the board. Af- 
ter all of the obsolete, 
weak, unprofitable, un- 
der-managed establish- 
ments are out of the 
picture there will still 
be a substantial indus- 
try. 

Men are going to 
continue to wear shoes 
in sufficient volume to 
support a_ substantial 
industry, even if they 
do not support an over- 
equipped and _. over- 
manned industry. Some 
effort, some time, will 
be made to help “fath- 
er” get enough money 
out of his family over- 
head to buy for himself 
an extra pair of shoes. 





President. 


a > 











brand. He alone assumes responsi- 
bility. 

The Ford commissary stores do 
not carry fads in footwear. Their 
entire stocks are confined to black 
leathers, tan leathers and patent 
leather. This statement broadly 
covers the stock, for women’s shoes 
are not carried in fancy colors; 
champagnes and parchments are not 
stocked. There is also a certain re- 
striction as to style of shoe that 
will be sold. Cut-outs and strap 
styles are sold in the staple colors. 
Every woman’s shoe is a welt, no 
turns or McKays being handled. 
Misses’ shoes are also confined to 
welts, including stitch-downs. Staple 
style is carried to a further extent 
in the limiting of women’s heels to a 
14/8 height. A few wood covered 
heels are allowed, but there are no 
French or spool heels permitted in 
the line, the military heel being con- 
sidered the extreme of desirability. 


EN’S shoes range in price from 
$2.50 to $6.75. Women’s shoes 
run from $4 to $6.75, misses’ from 
$2.50 to $3.50, boys’ from $2.75 to 
$5. With the exception of the $2.75 
line all of the boys’ shoes are welts. 
There is very often a tendency 
among retailers to withhold orders 
from firms selling concerns like 
Ford’s. One well known manufac- 
turer of men’s shoes, whose line is 
represented in dozens of other stores 
in Detroit, sold a volume of $100,000 
to Ford last year. This has not ap- 
parently affected the sales of these 
shoes in the smaller stores, and 
there is no competition because they 
are sold under Ford’s private brand. 
The Highland Park store has re- 
cently been enlarged and the shoe 
department is now fitted out with 
steel shelving. There are seven 
show cases in the department, which 
has a seating capacity of 90. Sales- 
men are courteous and experienced. 
They are paid a straight salary, and 
there are no P.M.’s_ permitted. 
During the recent Christmas rush 
40 salespeople were required to 
handle the business in the shoe de- 
partment of this store. 
The average business of this one 
store runs closely to 1000 pairs a 
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Ford Sells 1,000 Pairs Daily 





[CONTINUED FROM PAGE 33] 


day, but this includes slippers and 
galoshes as well as shoes. The day 
before Christmas the sales amounted 
to 1800 pairs. 

When this store was first opened 
the retail merchants of Detroit were 
up in arms, but lacking an organiza- 
tion and any possible chance for 
concerted effort, little was done but 
talk. Soon a Ford store is to be 
located in the city of Detroit in ad- 
dition to the one in Highland Park. 
This will probably create another 
furore against Ford, but it will not 








stop him from carrying out his 
plans. 

A study of the facts as given in 
the foregoing by merchants all over 
the country, and especially by those 
located in the contiguous territory 
of the Highland Park store, which 
is by far the largest of the number, 
it will be immediately seen that the 
competition of the Ford stores is 
purely a price competition. These 
stores handle only staple styles, so 
that there is no style competition 
at all. 





Where Southeastern Conven- 


tion Will Be Held 





MACON, GA.—One hundred and 
thirty manufacturers have signified 
that they will have displays at the 
annual convention of the Southeast- 
ern Shoe Retailers’ Association, to 
be held here March 7, 8, and 9. The 
program, as outlined, calls for the 
attendance of many prominent retail 
merchants and manufacturers who 
will address one of the three sessions 


of the convention on subjects of 
great value. One of the outstanding 
féatures of the convention this year 
will be a most unusual style show at 
the new Municipal Auditorium. The 
seating capacity is 4600 people. 
There will be several runways down 
through the middle of the audi- 
torium. 
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PROFITABLE 
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T the Texas convention A. H. Geuting, president 
A of the N. S. R. A., made his principal address, 
which was a challenge to retail shoe merchants 

of the country to make more profit during 1927. 

“The brains of this country today are in business 
and not in statesmanship,” he said. “No set of indi- 
viduals in the country know so much about the people’s 
demands as those of us who serve them. People today 
want service. Complaints of improper fitting cannot 
be tolerated in successful shoe stores. People demand 
the wholesome environment, smart, alert salesmen and 
every possible service which makes for their comfort. 
These demands must be paid for, and by the public we 
serve. No one can expend $20 for service and charge 
only $10 for it. 





“Supposing I owned all the retail shoe stores in 
Texas and Oklahoma and I called you all together here 
for a report on the business. A majority, we'll say, 
haven’t made a profit. Few have done well, we learn 
from figures. But taking the industry as a whole, as 
one store supplying the people of the entire United 
States, are we getting a proper return? If the public 
paid for a proper return on the service we render it 
would be a decided advantage for the retailer as well as 
the manufacturer. 

“The average profit during the past year for the re- 
tail shoe merchants of the country was one and nine- 
tenths per cent. It would be better for merchants to 
sell out and invest their money in good securities at 
6 per cent than to struggle along in this manner. With 
this sort of statement I couldn’t go to Wall Street and 


Merchandis 


584 








borrow five cents on all the shoe stores in the country. 
How can we better this condition? I would suggest 
that every merchant add ten cents a pair on every shoe 
sold this year. If we did this it would add to the in- 
dustry, on the basis of 325,000,000 pairs produced last 
year, $32,500,000 more profit or extra money. Any 
business that does not make a profit no longer has any 
attraction and loses its interest. We all should make 
5 or 6 per cent net profit. 

“The frenzied idea of $6 shoes for $5 and $4 for 
$3.75 never attracted my interest whatsoever. I at- 
tribute my success principally to the fact that I have 
minded my own business. I was never interested in 
what other shoe stores were doing and only stopped to 
observe their shoes or to pick up a good sales argument 
if I saw one. I was never interested in the prices at 
which my competitors sold their shoes. All I cared 
about was the price to place on my shoes, to come out 
with a fair profit. 

“I believe if a $5 shoe don’t suit a customer she’ll 
zo down the street and pay $6. Study your customers 
and your community. Buy intelligently. If you have 
gray shoes and there is a demand, raise your price $1 
a pair. I never price shoes before they come into the 
house. In some instances they may be failures and it 
will be necessary to reduce them. In other cases they 
may be unusually smart and you can add to the price. 
I’ve been buying since I was 17 years old, and never 
lost a dollar in business. Women or men get exactly 
what they want and do not stop at $1 or $2. 

“My message to you is, get a profit.” 
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A chart illustrating the cost, gross margin, ex 


ense and net profit of the past ten years. 


To increase profits 


in 1927, increase turn-over, because every extra turn-over develops a profit 








ake a Profit on Every Pair 
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What Makes the Lion Roar? 


Rabbits Are Not Fit Emblems of Spring 


T= start this spread 
of selling ideas, 
try this one. To 
get a letter read, this 
story might be told. It 
has been used with effec- 
tiveness by others. Start 
off the letter like this, 
“A leopard once met a 
lion down by a water 
hole in the jungle and 
said, ‘Why do you go 
about roaring so?’ 
“The lion said, ‘I be- 
lieve in advertising. If 
it had not been for my 
advertising I would 
never have been made 





winduw with the newest 
styles received also 
sprinkled throughout 
the window. This is 
something that will get 
folks to looking ahead. 


Pussy Willow Display 

Use pussy willows for 
window fixtures, hang- 
ing hosiery on willow 
branches and also the 
price tickets. For a cen- 
tral display have a large 
window card _ suitably 
decorated with pussy 
willows. 





One-Price Spring 
Combination 





the king of beasts.’ 

“A rabbit happening 
nearby overheard this 
conversation and 
thought the idea pretty 





What the shoe stores of this country need is more 
soap and water and cleaner fronts 


There are one or two 
styles of shoes that are 
suitable for house wear. 
There are several shoes 








good. Next day as he 
was nibbling at a big 
tree, he filled his lungs, threw back his head, and 
let out what he expected to be a roar; it resulted in a 
squeak, and a fox trotting along on the other side of 
the tree went around to investigate. He ate the rabbit. 

“Now the moral is that it is folly to advertise unless 
you have the goods. We can’t expect you to buy our 
shoes unless they have every quality to make them the 
finest you have ever worn. We want to prove that this 
is so by having you come in in answer to this letter, 
etc.” 

The above ought to make it easy to put forward any 
selling argument in a telling way. 


Trade-in Coupon 


In these days of automobile trade-ins why not apply 
the same idea to the shoe business. Mail out “Trade- 
in Coupons” to a selected list offering them 50c or $1 
on their old shoes if they buy a new pair. This will 
help to take some shoes out of “circulation” and open 
up the way for selling another pair. If every time 4 
merchant sold a pair of shoes he could feel that an 
old pair was going into the discard, business would 


be better. 
Prizes for First Spring Flowers 

In newspaper advertising and in the windows offer 
prizes of a pair of silk hose for men, women or chil- 
dren bringing into the shop the first buds of the season. 
When the flowers are brought in have the show card 
writer tell the story of where they were picked and 
by whom. Make a regular flower garden out of the 


for walking, for golfing, 
for tennis, etc., that may be grouped under one price 
for the lot. Assemble all these groups and advertise 
them in windows and newspapers in order to get cus- 
tomers to anticipate their wants, and to fill these wants 
all at one time. Nae 


Selling Two Pairs 


Whenever a woman buys a pair of shoes show her the 
latest styles in men’s or children’s shoes. A married 
woman exercises quite an influence in men’s buying, 
and of course she buys the children’s shoes. In order 
to find out whether or not a woman is married the 
salesman may ask her for her name saying that it is the 
aim of the concern to keep those who have purchased 
shoes in touch with special price reductions before 
such reductions are made public. This may not result 
in an immediate “extra sale” but extra sales will cer- 
tainly result from this “pioneer” work. 

Prize Styles for Spring 

Quite an effective vogue in advertising today is to 
get the opinion of a number of women on any product 
that is used by women, i. e. baking powder, face lotions, 
bread, automobiles, etc., so why not do the very same 
on shoes. 

Every woman who comes into the store would be 
asked her opinion of a certain number of carefully 
picked styles. The selection to consist of four styles, 
perhaps. Have photographs taken or drawings made 
and go to the homes asking women what they think 
of these new spring styles. Then compile the results 
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and advertise each of the four shoes as indorsed by so 
many hundred women. Call these shoes “Prize Styles 
Picked by Women of Blanktown.” Attach prize ribbons 
to them in the windows; in the newspaper advertising 
show hundreds of women with the caption, “Spring’s 
Footwear Chosen by Women of Blanktown.” In the 
advertisement tell the story of how these shoes came 
to be selected as the best that so many hundred women 
had seen. 
A Morning Orchestra 
Arrange with the or- 
chestra of a local thea- 
ter to play at the store 
on a morning in which 
little business is usually 
done. Advertise that 
every woman purchasing 
a pair of shoes on that 
morning will be given a 
pass to the afternoon 
performance at that 
theater. Some arrange- 
ment with the theater on 
the matter of passes 
ought to be easy. The 
posters of the shoe would 
appear in the store win- 
dows and perhaps be 
mentioned in the adver- 
tising so that the theater 
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Self-illumination 

The novelty of this idea has already been tested out 
and found very satisfactory. Have your windows dark 
and arrange a button on the outside of the store by 
means of which a passerby may illuminate the window 
himself. A small lighted card telling them what to do 
in order to light the window will make it certain that 
the window will get its full share of attention. Use a 
push button in working out the plan so that the moment 
a person takes his hand 
off the light will go out 

automatically. 


Outside Sales Work 


A salesman ought to 
jump his sales totals by 
a large margin by visit- 
ing the hotels in town 
taking off the names of 
those who have regis- 
tered and then calling 
these people up on the 
telephone asking them to 
come into the store to 
see the store’s styles. 
The salesman would give 
the party called his name 
so that they could come 
into the store feeling 
that they were invited 
and knew somebody 





would be getting some 
publicity which the own- 
ers ought to realize on. 
See what this will do 
toward getting extra 





If a look in the crystal ball is prophecy of profits, 
Spring is here—earlier than ever before 


there who wanted to 
take care of them. 


Three Cooperating 
Merchants 





business on an ordin- 
arily dull day. 
For Repair Department 


On every new pair of shoes sold a tag might be 
attached with instructions as to the care of the shoes 
and as to how they ought to be resoled, with a little 
writeup on the expertness of the repairmen at the store 
in which the shoes are bought. It ought to be easy to 
convince a customer that the store in which the shoes 
are bought is the one most interested in making those 
shoes last the longest and give the greatest satisfaction. 

Window Spotlight 

Put a spotlight in the window trained on the side- 
walk, a card before the spotlight with an arrow on it 
pointing toward the window will throw an arrow on the 
sidewalk that will cause after dark passersby to stop 
and look in at the window. Some merchants put a 
revolving disk before the light with various colored 
screens which throw different colors on the pavement 
one after the other. 


Messenger Service 


Even the “Cash and Carry” stores are now offering 
messenger service so the shoe merchant might con- 
sider the efficiency of this idea. Many sales can be 
made that would ordinarily be lost due to the fact that a 
prospective customer already loaded down with bundles 
hesitates to add another to the list, and puts off buying 
until another day. 


Three merchants, the 
shoe merchant, the mil- 
liner and one selling gowns ought to find it easy to 
send a lot of business from one to the other. When- 
ever a pair of shoes is sold it would be easy to mention 
the fact that there are some new hats that the customer 
ought to see at So-and-So’s and whenever a hat is sold 
the beautiful shoes of the shoe merchant’s ought to 
be mentioned. The salesman in each instance would 
give the customer a card on which the following word- 
ing along with the name of the concern to whom the 
customer is being sent would appear, “We want you 
to extend the courtesy of showing (customer’s name 
writen here) your best styles.” 


Children-Salesmen 


Advertise the gift of a bicycle or something worth- 
while to the child sending the most trade to the store. 
Give every child who applies for the opportunity of 
competing a lot of cards on which they write their 
names. These they are to distribute among their 
friends. On the cards would be the name of the store 
and the information that this card is to be presented 
when a purchase is made. 

On the back of the card might be printed a little sales 
message telling of the importance of picking spring 
shoes early in order to get the best. Whenever a card 
is presented with the child’s name on it that child is 
given credit for the sale and the amount. 
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In this national search of 
mine for other people’s ideas I 
have again started on the road 
with a car full of note books. I 
eventually expect to hit every 
shoe store in America on my 
pilgrimage. 

This is my fourth annual trip 
field editing for the REcoRDER 
and for every idea I get I ex- 
pect to exchange one on the 
spot. For every idea published 
I expect thousands of merchants 
to find an immediate use for 
same in their business after 
necessary adaptation. I am on 
my way, So you can expect me. 


Hires Vacant Stores for 


Display Purposes 


L. EWELL, who manages the 


@ Herbert Store in Richmond, 
’ told me that his scheme of hiring 
vacant stores in the factory and 
neighborhood locations and using 
the windows for the display of Her- 
bert’s shoes is working out ex- 
tremely well. Stores that ordinarily 
rent for $2,400 a year can be hired 
temporarily for this purpose for $10 
a month. And, as Mr. Ewell says, 
“You can’t get any kind of news- 
paper space for that amount of 
money.” Creditable first class trims 
that are changed weekly are used in 
these locations, with suitable signs 
telling where the shoes may be pur- 
chased. As an inexpensive method 
of advertising, this idea is well 
worth passing along. 


* + 


Turning Mahogany Fix- 
tures Into Walnut 


N a recent issue of the BooT AND 

SHOE RECORDER it was pointed 
out that American walnut is prefer- 
able to mahogany for window fix- 
tures designed to show off the new 
light colored shoes. Now comes the 
suggestion that the merchant with 
mahogany fixtures need not neces- 
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sarily buy new ones; that, in fact, 
he can transform his mahogany into 
American walnut, at least in appear- 
ance, with the aid of a good paint 
brush and some varnish stain. The 
first move is thoroughly to clean the 
old fixtures with gasoline to remove 
all traces of dirt and grease. A first 
quality brush should be used, prefer- 
ably one of badger hair, which holds 
the stain well and distributes it 
evenly. Two coats of American wal- 
nut varnish stain should be ample 
to do the trick, allowing sufficient 
time for drying between coats. If 
a dull finish is desired, use a third 
coat of dull finish varnish and the 
job is done. Experts say that it 
will be very creditable in appearance. 


oe .& §¢ 


Sells "Em in Bunches 
to Navy Officers 


T was 4.30 one evening recently 
that a naval officer went in the 

Livingston shoe store in Charleston 
looking for a pair of white buck ox- 
fords. His ship had just been or- 
dered to South American waters, so 
he was in a hurry to get his shoes. 
It happened that the boss waited on 
him, and the tip was casually 
dropped that several other officers 
would have been over to buy white 
shoes but were unable to do so, as 
the ship was scheduled to sail at 7 
the next morning. 

“If you will give me pass aboard 
ship, I will see that they are taken 
care of,” said Mr. Livingston. He 
got the pass and by 8 o’clock that 
night had the money for eighteen 
pairs of shoes. That was not only 
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a good extra sale, but some good 
service that was appreciated. 
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The Big Advantage of 
Timely Display 
T the Washington convention one 
speaker at a round table discus- 
sion was talking of the importance 
of changing window trims often. “I 
noticed a shoe window,” he said, “in 
which a card telling that a basket- 
ball game was to be played Thanks- 
giving Day was prominéntly dis- 
played. Then another sign 
suggested that boudoir § slippers 
would make a nice Christmas pres- 
ent.” As this was seen the latter 
part of January, the speaker was of 
the opinion that the merchant was 
not getting the most out of his 
windows. 

Why is it that so many merchants, 
even those catering to the better 
trade, ‘think it necessary to junk 
their windows during their sales? 
If they could hear some of the com- 
ments that the night time window 


‘shoppers make, as I do, perhaps 


they would realize the advisability 
of making their displays more at- 
tractive. 


ca 
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A Novel Interior 
Display Stunt 

HIS is 

about 

a man- 

ager who 

made some- 

thing practi- 

cal out of 

something al- 

ready dis- 

carded. Floyd 

Hare is man- 

ager of the 

Kinney Store 

in Wilming- 

ton, N.C. He 

found some 

old nickel 

window fixtures in cleaning up one 

day. By just boring some holes in 

the shelving, up fairly high, and 

sticking the tops of the stands in 

these holes so that the cross bars 

came out from the shelving at a 

slight angle, some good display racks 
resulted. 

All the one and two pair lots of 
women’s shoes are up in the front 
of the store on a table, marked for 
a quick sale. This Mr. Hare has 
found to be the fastest and surest 
way of cleaning out these undesira- 
bles. 


* * 


Cash Basis Brings 
Increase 


NE stock of shoes is about all 

the average shoe man should 
have to worry about, is the opinion 
of Boylan & Hancock, whose store is 
in Wilmington, N. C. By this they 
mean that a duplicate stock on the 
books and another on the road is a 
thing of the past. For the past 
year they have been on a cash basis 
and, strange as it may seem, are 
showing a goodly increase in sales 
over a year ago. Instead of losing 
old customers, they are retaining 
them, and some of the few that 
drifted away because they owed bills 
have come back. 

This increase in sales is due in a 
large part to the fact that both part- 
ners are on the floor all the time 
now, where in the past one or the 
other was out collecting bills a 
greater part of the time. By being 
on the floor, it was found that one 
extra salesman’s services could be 
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done away with, so the saving of the 
wages of this man, plus the saving 
of the extra bookkeeping cost, has 
reduced the overhead quite a bit. 
Concentrated buying from houses 
that carry shoes in stock is giving 
this store a fine stock turn. 


* + 


Cashing in on National 
Advertising 

A. CONDON of Charleston, 
@S. C., has a lot of stickers 
printed that are about four by eight 
inches and which read: “See page 
There is something of in- 

terest to you.” 

Then, when some manufacturer 
from whom he buys shoes has a 
good sized advertisement in some 
of the consumer magazines, Mr. 
Condon buys a large number of the 
papers, puts the sticker on the front 
cover, clips the corners of the book 
so that the reader may easily turn 
to the page in question, and puts an- 
other sticker on the bottom of the 
ad which advises that the shoes ad- 
vertised above are stocked by him. 
When this is all done, the marked 
copies are distributed around 
Charleston to the doctors’ offices, 
good barber shops, clubs and other 
places where the public is apt to 
while away a little time. This is an 
O. P. I. worth a whole year’s sub- 
scription to the BooT AND SHOE RE- 


CORDER. 
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And the Green Grass 
Grew All Around 


REAL spring touch was given 

to the windows of the Merit 
Shoe Store in Wilmington, N. C., by 
W. B. Gresham, the resourceful 
manager. It was a brand new idea 
to me, being one of those simple, in- 
expensive ideas that makes one won- 
der why it wasn’t thought of before. 
Gresham took a sack of ordinary 
wood shavings, sent them to a laun- 
dry, who dipped sack and contents 
in some green dye. These dyed 
chips made a most natural green 
grass effect when scattered over the 
floor of the window. Some of Mr. 
Woolworth’s choicest posies were 
then stuck in the grass here and 
there between the shoes. 





Hanging Shelves for 
Shoe Display 

GAY tone to the windows of 

Nachman’s in Newport News 


was effected by using bright colored 
handkerchiefs daintily tucked in the 
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throats of the women’s shoes. Har- 
monizing colors were used in the 
colored shoes, with bright blues and 
reds in the patents. This touch of 
color made each shoe stand right 
out. 

In the interior of the store, Buyer 
D. Martin has two glass shelves sus- 
pended from the balcony over the 
show case. The shoes on_ these 
shelves are changed every day. Oc- 
casionally a short line is displayed 
at a price, but generally it is the 
new shoes that are given the promi- 


nence. 
* * 


New Way to Display 
Bargain Shoes 


T the entrance of the “Close Out 

Section” which is located in the 
rear of a Knoxville, Tenn., store, a 
four-shelf glass case has been placed 
showing the close out numbers with 
prices ranging from $4 to $5. This 
case was installed three weeks ago 
and in that time the sales in this 
section have doubled. Incidentally, 
the case was painted white to cor- 
respond with the woodwork, and, as 
they humorously state, it appropri- 
ately resembles a refrigerator con- 
taining the “cold” numbers. 
According to the management, 
hardly a customer comes into the 
store who doesn’t look over the shoes 
in this case. 
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LETS GET MORE SHOES SOLD RIGHT 
THROUGH LEARNING HOW TO DO IT! 


ADVANCEMENT THROUGH ‘KNOW~HOW’ 
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“Don’t Hold Your Boys at Arm’s Length,” 
Says Family Shoe Store Head 


HARLES H. PETERSON, 
( head of the high-grade fam- 
ily shoe store of Jones, Pe- 
terson Co., believes that it pays to 
take a fatherly interest in his boys 
and girls. “By being one of them, 
and showing a genuine sympathy in 
the welfare of the individual mem- 
bers of my sales force and their 
families, I have won their support 
and hearty cooperation, and to this 
I attribute in large measure the 
fact that I have wiped out my 
heavy indebtedness of a few years 
ago, and find myself with all bills 
paid to date, and taking discounts 
on all of my merchandise.” For 
the past year Mr. Peterson has 
had full charge of the store, and has 
put his ideas of “modern industrial 
democracy” into action. “The head 
of the house,’ he says, is most ef- 
fectively “at home” on the floor of 
the store, where he personally can 
greet customers and work with the 
sales force. Once having proved a 
salesman’s worth, do not keep him 
aloof from you—put your cards on 
the table and tell him how you are 
going to play them. Tried and true 
men will not abuse the merchant’s 
confidence. 
And recently something happened 











Charles H. Peterson of Jones, 

Peterson Co., Boston, says that 

the cooperative retail shoe-mer- 

chant-shoe salesmen’s chain has a 
charm 


at the Jones, Peterson Store which 
is only one of the many happy fam- 
ily incidents. At the close of busi- 
ness one mid-winter night of 1927, 
Salesmen Byron P. Caldwell and 
W. A. Cooper, leading “the friendly 
enemy” store force, marched on Mr. 
Peterson and, completely surrounding 





This is Byron P. Caldwell, retail shoe 
salesman at the Jones, Peterson Co., 
Boston, who pledged, for the Jones, 
Peterson sales force, hearty coopera- 
tion and loyal service to Charles H. 
Peterson, head of the house. Mr. Cald- 
well is an ex-service man. He received 
his early training at shoe selling at the 
Messenger Shoe Store, Melrose, Mass. 
He started as a stock boy at the age of 
eleven years, and he is now one of the 
“top-notch” salesmen of “The Hub” 





him, presented him with a gold watch 
chain and Masonic charm as an ex- 
pression of their appreciation for 


his kindly consideration during the’ 


past fiscal year, and as a pledge of 
their continued loyalty and deter- 
mination to work zealously with him 
for success during 1927. By the way, 
Eldred M. Peterson, formerly in the 
Thos. G. Plant Company’s office for 
the past half dozen years, is now 
“one of the rest of the store crowd 
of cooperators,” he says. 


MIDDLESBORO, Ky.—Paul O. Camp- 
bell, of T. H. Campbell & Bros., as- 
sistant shoe buyer and window trim- 
mer of T. H. Campbell & Bros., and 
a regular contributor to THE RETAIL 
SHOE SALESMAN, again passes on a 


good idea. Paul says: “The retail 


shoe salesmen in this store use their 
spare time during working hours in 
calling up customers on the ’phone 
about new shoes, or writing to out- 
of-town customers and telling them 
of ‘the new arrivals.’ ” 


For Better Foot Health 


UR forum of discussion in the 

cause of Better Foot Health, 
with prizes awarded for the two best 
answers to our problem, “What is 
the Relation of the Shoe Salesman tc 
the Chiropodist?” brought forth a 
“flood” of answers from retail shoe 
salesmen over a wide stretch of the 
country. Dr. Joseph Lelyveld, Di- 
rector of the National Association of 
Foot Hygiene, chief clinician of the 
Foot Clinics of Boston, and of many 
other societies functioning in the 
promotion of foot health; Dr. F. E. 
Hayden, President, and E. K. Bur- 
nett, Secretary of the National Asso- 
ciation of Chiropodists, were the ex- 
aminers of the papers submitted by 
the salesmen, and their decision is 
announced in another column of THE 
RETAIL SHOE SALESMAN. They be- 
lieve that retail shoe salesmen should 
be able to readily interpret the 
specifications or “prescription” of 














The retail shoe salesman should 
know how to interpret the podia- 
trist’s prescriptions 








February 19, 1927 


BOOT an? SHOE RECORDE RU 


the podiatrist, or chiropodist, as to 
the shoes to which their patients 
should be fitted, and these doctors 
are positively against commissions 
peing paid to salesmen, or to the 
stores, for recommending cases to 
the chiropodists, or vice versa. They 
are working for a better under- 
standing and a better and greater 
cooperation between retail shoe 


salesman and the chiropodist. 








L NEVER BE A UNION | [EDUCAY 














Plans for the National Retail 
Shoe Salesmen’s Association pro- 
gressing. A constitution and by- 
laws are in the making. Around 
the council table sit (reading 
right to left as the cartoonist 
caught ’em at it) P. F. Girard, 
president ; W. Daley, secre- 
tary-treasurer; E. A. Kuhlen, di- 
rector; Robert T. Wright, treas- 
urer; I. B. Howe, N. S. R. A. 
vice-president supervising the 
job; Percy E. Thayer, educational 
director; Helen M. Haney, public- 
ity chairman 


The Ladder of Success 
100%—I did. 
90%—I will. 
80%—I can. 
70%—I think I can. 
60%—I might. 
50%—I think I might. 
40%—What is it? 
30%—I wish I could. 
20%—lI don’t know how. 
10%—I can’t. 
0%—I won’t 
—Ashland (Va.) Herald-Progress. 


BostoN—Herman Rauch, retail 
shoe salesman at Thayer McNeil 
Co.2s Temple Place-West Street 
store, was married on Feb. 12 to 
Miss Stonehouse of the Thayer Mc- 
Neil office force. Mr. Rauch is 
“one of the regulars” at Thayer 
McNeil’s. He started in as a stock 
boy and has worked up through the 
ranks to one of the best sellers on 
the force. 


Jacobs Wins $10 Prize 


NEw BERN, N. C.—George H. 
Jacobs, retail salesman at the New 
Bern Shoe Store, H. M. Jacobs pro- 
prietor, was awarded the first prize 
of $10, and L. T. Servais of Sager & 
Juley, Green Bay, Wis., was awarded 
the second prize of $5 in the RE- 
CORDER’S recent prize problem con- 
test on “What Is the Relation of the 
Shoe Salesman to the Chiropodist?” 
in which the three eminent foot 
specialists, Dr. Joseph Lelyveld, 
clinician-in-chief of the Foot Clinics 
of Boston; Dr. F. E. Hayden, presi- 
dent, and E. K. Burnett, secretary 
of the National Association of 
Chiropodists, were judges. The doc- 
tors expressed much surprise and 
delight at the excellency of the 
papers submitted. Honorable men- 
tions are awarded to the following: 


Honorable Mentions 


L. L. Touchstone, manager, Cheeves 
Shoe Dept., Cheeves Bros. & Co., 
Mexia, Tex.; L. H. Leuthold, The Leut- 
hold Shoe Mart, Kasson, Minn.; Ed. G. 
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Gallagher, Efird’s Department Store, 
Charlotte, N. C.; Erwin W. Mode, with 
Roy G. Hine, Physical Culture Shoes, 
Cleveland, Ohio; Lester H. Luntz, Bos- 
ton Store, Shoe Dept., Kokomo, Ind.; 
Victor J. Marks, Danville, Pa.; Louis 
A. Baum, care of Ben Putter’s Shoe 
Dept., St. Joseph, Mo.; Sidney E. New- 
man, Dr. Kahler’s Shoe Shop, Detroit, 
Mich.; L. T. Servais, Sager & Juley, 
Green Bay, Wis.; George H. Jacobs, 
New Bern Shoe Store, New Bern, 
N. C.; W. R. Hawk, care of Oser Bros. 
Shoe & Hose Shop, Hampton, Va.; 
Claude T. Marshall, Marshall’s Boot- 
ery, Poplar Bluff, Mo.; I. V. Ritchlin, 
Batavia, N. Y.; G. A. Spraley, with 
William F. Oelman Co., Dayton, Ohio; 
D. E. Wilkes, care of Livingston Shoe 
Stores, Inc., Charleston, S. C.; Frank 
Wartey, with Durham-Schmidt (Brown- 
Bilt Shoe Store), Waterloo, Iowa; John 
P. Gawaldo, care of Possner’s Shoe 
Store, Morgantown, W. Va.; R. Earle 
Prewitt, with The Feltman & Curme 
Shoe Stores Co., Evansville, Ind.; B. 
Jacobson, East Orange, N. J.; Henry 
R. Schmechel, (Walk-Over Shoe Store), 
Milwaukee, Wis.; Paul O. Campbell, 
of T. H. Campbell & Bros., Middles- 
boro, Ky.; Miss Bessie M. Wenrich, 
with Pomeroy’s, Inc., Reading, Pa.; 
Irvin Lightstone, with I. Winkleman, 
Philadelphia, Pa. 





Make a Profit on Every Pair 


BOOT andSHOE RECORDE RT 

















One way to A a better ac- 

quaintance @ cooperation be- 

tween podiatrist and salesman— 
maroon them on a desert isle 


What Salesman Jacobs 
Said 

NEw BERN, N. C.—H. M. Jacobs, 
first prize winner in the RECORDER’S 
Retail Shoe Salesmen’s monthly 
problem, “What Is the Relation of 
the Shoe Salesman to the Chiropo- 
dist?” said: “The retail shoe sales- 
man and the chiropodist are very 
closely related in the science of foot 
relief and correction—both are 
striving to give comfort and correct 
foot ills. The retail shoe salesman’s 
role comes first. His is the responsi- 
bility as to whether the feet of the 
nation are to be fitted properly and 
to be kept in good health—or 
whether they are to be fitted improp- 
erly, with resultant foot troubles. 

“It is the salesman’s duty to un- 
derstand the foot and its function- 
ing, and to be able to supply the 
demand of the store’s customers with 
the proper fitting shoes for their in- 
dividual needs. After a case of foot 
trouble passes beyond the salesman’s 
control he should advise the cus- 
tomer to consult a chiropodist. After 
a chiropodist has taken a patient 
under his care he will, in all proba- 
bility, direct this patient to the shoe 
store whose retail shoe salesmen 
give him the most cooperation, and 
where he feels that his patient may 
be the best fitted in shoes to meet 
the individual needs of the patient.” 


To Boost Summerweight 
Shoes 


BostoN—The recent luncheon 
meeting of the Boston Retail Shoe 
Salesmen’s Association was featured 
by a talk by Irving B. Howe, vice- 
president of the N. S. R. A., who told 


about the Chicago style runway and 
Miss Boston and her footwear for 
the occasion as she appeared charm- 
ingly on the boards. Mr. Howe 
pledged again to the Boston group 
his hearty support. President P. F. 
Girard reported progress on the Na- 
tional Retail Shoe Salesmen’s Asso- 
ciation, and Educational Director P. 
E. Thayer introduced the speakers 
in his characteristically delightful 
style. 

John E. Swift, prominent lawyer 
of Boston and Milford, Mass., and 
recently candidate for State Attor- 
ney General, commended the -associa- 
tion and the new National Associa- 
tion on their. splendid cooperative 
work, and quoted notable successes 
in New England industry between 














For a greater men’s shoe con- 
sciousness: retail shoe salesmen 
the country over are asked to 
consider the foot health benefits 
of the new summer-weight shoe 


workers and executives which had 
been brought about by the same co- 
operative spirit that existed between 
the local retail shoe merchants and 
the salesmen of this association in 
the new business thought of indus- 
trial democracy. He spoke of the 
value of friendship, of service, of 


honesty and integrity as exemplified. 


by this association; he said that big 
business, properly adjusted, is of 
real merit to America, and that big 
business succeeds in the measure 
that it gives service; that there is 
opportunity on all sides for every- 
one in the United States for ad- 
vancement, and that America leads 
the nations of the world because of 
its “spiritual” rather than its ma- 
terial characteristics. 

Dr. Vincent Guy, podiatrist, of 
Boston, gave an interesting talk on 
“Foot Health.” He asked for 
greater cooperation with the shoe- 
man. He said that it was the job 
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of the podiatrist to learn about al] 
the various “corrective” shoes made 
and to know the stores in his locality 
that carries them, and that a code 
of ethics should be formed eliminat- 
ing commissions to the podiatrist. 
Oran McCormick, publisher of 
Modern Shoemaking, reminisced en- 
tertainingly of his early work down 
in Texas, when he fitted people’s feet 
and had his own ideas as to how to 
do it. He told facetiously about a 
special job of fitting a plaster of 
paris cast to a patient’s leg, and read 
some original verses on “What [| 


Think of Present-Day Styles.” 


Copeland Steps Up 
Again 

SYRACUSE, N. Y.—Harry C. Cope- 
land, Secretary of the Syracuse Re- 
tail Shoe Salesmen’s Association, re- 
tail shoe salesman, and formerly 
advertising manager for the Worbass 
Walk-Over Shops, is now advertis- 
ing manager of the Ced-O-Products 
Corp., and reports that it looks to 
him like an opportunity for real 
accomplishment. He has been asked 
to continue to serve his large per- 
sonal following at the Syracuse 
Worbass Walk-Over Shoe Shop on 
Saturday afternoons, and this he will 
do if he can so arrange. Secretary 
Copeland writes to the Editor: 
“There is no doubt that the Syracuse 
Association is a success, and I look 
for its continued growth. Our meet- 
ings have been well attended, and 
everybody seems well satisfied and 
‘sold’ on the movement. I would like 
to see Rochester and Buffalo organ- 
ized. I am sure that you would feel 
very proud of us should you attend 
one of the meetings.” 

















At the recent meeting of the Bos- 

ton Retail Shoe Salesmen’s Asso- 

ciation the retail shoe merchant, 

the podiatrist and the lawyer 
each had his hearing 
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iS SELLING. AT RETAIL 


| Covering the Entire Country in Real Style Survey 


E. NEWBOLD, women’s shoe buyer for the 
e Smith-Kasson Store, Cincinnati, says that 
“blond kid types will be the big feature in shoes. Re- 
cently we had a typical spring day, with plenty of sun- 
shine, and the sales of blond kid shoes justified our 
belief in the spring sales of this color.’”” Smith-Kasson’s 
also believe that wood tones will follow closely upon 
blond shades, that oxfords, straps and ties will divide 
honors, and that a few grays—perhaps many grays— 
will gain favor. “And there are many women who will 
always prefer a black shoe to be worn with a light- 
colored stocking,” continued Mr. Newbold, “and for 
these we expect to show oxfords, straps, and ties in 
patent leather or kid, as: usual.” 


C. LAROSE, manager of the Chisholm store 
e at 1140 Euclid Avenue, Cleveland, says tan welt 
oxfords are moving now. Black patents are still popu- 
lar sellers while satins get an occasional call. Colors in 
spring shoes are beginning to interest the patron. Mr. 
LaRose looks for a big season on colors in the lighter 
shades. 
Warm weather is expected to open up sales in spring 
footwear at the Wm. Taylor & Son store in the same 


Left—The Pinafore 
pump, a Spring style 
flashed by O’Connor & 
Goldberg, Chicago. Made 
in beige and gray kids, 
patent and black satin, 
with gingham bows to 
match 


Right—Another Spring 
style, this one from The 
Fair, Fort Worth, Tex. 
This model is of rose 
blush kid with brown 
patent leather strap and 
heel for contrast 


city. W. H. Magee, buyer for the shoe department, 
looks for light colors to hold sway during the next few 
months. However, he states thatMarch will give expres- 
sion to the April tendencies. 


HE Peacock Shoe Shop of Knoxville, Tenn., finds 

an increasing demand for higher heels with shorter 
vamps. In the spring shades, rose beige in the pump is 
the favorite for the present but water lily is expected 
to have quite a following as the season progresses. A 
black patent, high heel, D’Orsay pump with attachable 
triple patent bow is having an exceptionally good sale 
for both street and dress wear. 


‘ 
‘ 


ANO-DOWNS of Denver recently offered five 
especially attractive women’s pumps which met with 
an interesting response. The first was of sauterne kid- 


skin, with peacock kid trimming, at $15; the second, a 
gunmetal patent opera pump at $12.50; the third, a slim 
patent oxford combined with the new vogue of gingham 
kid at $16.50; the fourth of parchment kidskin, with 
front strap designed in peacock leather at $13.50; the 
fifth of “Angolac” kidskin of opalescent tones, con- 
trasted with wine patent, at $15. 


OSLYN’S, also of Denver, have three new spring 

styles in women’s pumps. One is a pump of black 
patent leather with trimmings of narrow bands of gun- 
metal, patent, with spike heels. The same style can also 
be had in tan kid with darker brown trimmings, at $12 
a pair. Another offering is an oxford in black patent 
leather with fancy open-work designs, with military 
heels, at $10 a pair. The third model is a strap pump 
with spike heels in iridescent patent leather. 


ELIG’S women’s shop of Indianapolis, in charge of 

J. W. Hoffman, reports stone gray in the Grecian 
sandal very popular, with parchment, rose blush and 
gingham following. Gingham has taken better than 
first anticipated. Pastels in sandals in Castilian Red 
and Tropical Green are becoming quite popular. Black 
satins, silver kids and Paisley inlays are good for eve- 
ning, and while the party season is about over, the black 
satin leads, which is easily transformed into an evening 
shoe by placing a fancy buckle on it. The style for 
spring will undoubtedly be light colored kids, in the 
opinion of Mr. Hoffman, and old staple styles and shades 
will fade from the picture with high heels predominating. 


ALTIMORE merchants report that the demand to 
date has been pretty well divided among parch- 
ment pastels, rose blush, shell gray and stone. Despite 
the growing activity of spring footwear, leading exclu- 
sive shops and stores are still offering their present 
season’s styles at reductions. This is being done in an 
effort to dispose of their entire stock and make more room 
for the new season’s models. Business in evening foot- 
wear is increasing as a result of keen interest in the 


Left—H uette, of St. 
Louis, springs this one 
at $6. Made two ways— 
rose blush kid trimmed 
with Hempstead brown, 
and pastel parchment 
with rose blush trim 


Right—Olds, Wortman 
& King, of Portland, 
Ore., present the Mar- 
celle at $10.50—mottled 
parchment quarter con- 
trasted with dull rose kid 
and a studded metal bow 
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An English type walk- 
ing shoe from the Phila- 
delphia store of John 
Wanamaker—a __ three- 
eyelet oxford in a com- 
bination of white buck 
and tan Russia calf 


local social season and the opera season, which this 
month will be at its height. 

A large group of shoes presented at the Boston and 
Washington style shows are being featured by the Bern- 
heimer-Leader Stores. The group includes Florida tans, 
Palm Beach, Riviera gray, Colorado sand, putty, rose 
blush, patents, satin, suede and combinations in Paisley 
and Abbo trimmings in many styles. 


ARRY A. GIBSON of The White House, San 

Francisco, says “San Francisco this week is being 
given a treat with very colorful and daring footwear 
spring styles in the windows of many of our leading 
shops. This is the most colorful and most effective 
season for fashion in footwear.” 


US BLASS CO. store, Little Rock, Ark., reports 

that pastel parchment, water lily, and rose blush 
are leading in sales at present. Spike heels, 19/8 and 
29/8, are in demand. New shoes are advertised well in 
advance, and strip pumps in light color kids are among 
the favorites. Craig Thurmond, manager of Tuttle-Scott 
store, reports that at present the black patents are lead- 


ing in sales. Colored kids next and few calls as yet 
for lighter shades. Box heels, one and two eyelets, are 
successful sellers. A red tag sale, now going on, has in- 
creased his business 25 per cent over last year. R. G. 
Clinkscales, manager of the shoe department at Pfeifer 
Bros. store, Little Rock, Ark., states that the deciding 
factor which is setting the style, in Little Rock, is color. 
The demand for light shades, rose blush, shell gray, and 
parchment is on the increase, with a majority call for 
Spanish type heel. 


ENRY MOMPER, manager of the Mabley- 
Carew Shoe dept., Cincinnati, predicts a good 
spring business. Some early spring styles were shown 
during a recent sale and sold readily. A pastel parch- 
ment pump, with 20/8 spike heel and a tailored bow of 
parchment kid and Abbo patent, proved a ready seller, 


Right—Kid vamp and 
quarter and overlays of 
matching basket weave 
material, in a variety of 
new Spring colors. 
Shown by Snyder & 
Little, Washington, D. C. 


Left—Sonnenfeld’s, of 
St. Louis, show this two- 
eyelet instep tie fash- 
toned of pastel parch- 
ment trimmed with 
an underlay of cherry 
patent leather 
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Not so far away, Nor- 
folk, Va., represented by 
Carter Wray, Inc., also 
presents an oxford type 
—paient piped with sil- 
wer kid; also black satin 
piped with patent 


as did also the same style in patent with a gingham kid 
trim and gingham tailored bow. Mr. Momper considers 
that business is being greatly increased by featuring cor- 
rective footwear in style patterns. Colors will be good 
throughout the spring, but patent and patent trims will 
have their share of popularity. 


‘To Imperial Shoe Store on Canal Street, New 
Orleans, at present is featuring Deauville sandals 
with tops of interwoven material in various combinations. 
These are popular with enameled rhinestone heels, 
bought by Albert Wachenheim, president of the com- 
pany, on his recent trip to Europe. “Colored kid will sell 
well this spring, also parchment, gray and rose blush 
shoes,” said Mr. Wachenheim. “Reptiles are declining 
in popularity here because of the warm weather.” 


R. STANSELL of Pollock’s, Greenville, S. C., 

e declares that the lighter shades are fast coming 
into their own. “Such as pastel parchment, porcelain, 
pearl grays, and patent trimmed shoes have grown 
enormously in demand within the last 30 days,” he says. 


Right—Bullock’s, of 

Washington, D. C., an- 

nounce for Spring a 

showing of this T-strap 

pattern in French beige 

kid. Placed on _ sale 
at $10 


Left—The Dobson Shoe 
Co., of Greensboro, N.C., 
places this model at the 
head of a wide range of 
styles, all fashioned of 
rose blush kid 


“Any of the new fancy trimmed shoes are good. After 
having gone through two seasons of unabated popu- 
larity, plain shoes are now dragging heavily. Black 
patents are still showing a vestige of strength, but satins 
have passed out of the picture. Sandals, in the opinion 
of a good many experienced shoe men, will come in for 
a large share of popularity during early spring and 
summer.” 


HE White Shoe Store, Austin, Texas, finds that 

light colors in straps and ties are meeting the call 
Pastel parchments, water lily and such shades are ex- 
pected to lead in colors for spring with this firm, while 
grays are now selling well for February and March 
wear. A normal business is expected. 
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Chart of Color Harmonies 
for Spring and Summer, 1927 


BY MARGARET HAYDEN RORKE 
Managing Director, The Textile Color Card Association of the United States, Inc. 








MILLINERY AND HOSIERY COLORS* 


GARMENT COLORS 
Covering light, middle and dark 
values 


SHOE COLORS 
For blending and contrast 


For blending, contrast and matching** 





BLUES 


Grey and violet in cast 
Light and middle values 


PASTEL PARCHMENT 
SHELL GREY 
ROSE BLUSH 

STONE 


Natural Reptile colors in grey, 
putty and beige tones and black 


Flesh 

Flesh Pink 
Pearlblush 
Atmosphere or Nude 
Shell Grey 
Moonlight 

French Nude 


Alesan 
Champagne 
Grain 
Mauve 








BEIGES 
Rose and com tints and natu- 
rT 


ha tones 
Light in Value 


SHELL GREY 
STONE 
ROSE BLUSH 
SPANISH RAISIN 
STROLLER TAN 
HAMPSTEAD BROWN 
Natural] Reptile colors in grey, 
putty, beige, and brown 
shades and black 


Shell Grey 
Moonlight 
Atmosphere or Nude 
Champagne 

Grai 


n 
Flesh Pink 
Pearlblush 
French Nude 
Alesan 
Sunset 


Dove Grey 
Piping Rock 
Sandust 


Evenglow 





PASTEL PARCHMENT 
ROSE BLUSH 


SPANISH pAaIN 
STROLLE 
HAMPSTHAD™ BE OWN 
Natural Reptile colors in putty, 
beige, tan and brown classifica- 
tion and black 


Flesh 

Flesh Pink 
Pearlblush 
Atmosphere or Nude 
French Nude 
Alesan 

Champagne 


Grain 
Sandust 





GREYS 


Clear, oofs and warm in tone. 
Light in value 


PASTEL PARCHMENT 
SHELL GREY 
SPANISH RAISIN 
Natural Reptile Greys and black 


Flesh 
Flesh Pink 
Shell Grey 
Moonlight 


Pearlblush 
Atmosphere 
Mauve 





GREENS 


Yellow, blue and grey in cast. 
Light and middle values 


PASTEL PARCHMENT 
SHELL GREY 
ROSE BLUSH 

STONE 
SPANISH RAISIN 


All Natural Reptile shades and 
black 


Flesh 

Flesh Pink 
Pearlblush 
Atmosphere or Nude 
Shell Grey 
Moonlight 

Alesan 

French Nude 

Blue For 


Sunset 
Champagne 
Grain 
Evenglow 
Sandust 
Dove Grey 
Piping Rock 
Gunmetal 








ROSE AND REDS 
Light and middle values 


PASTEL PARCHMENT 
ROSE BLUSH 
SHELL GREY 

STONE 


Natural Reptile colors in putty, 
beige and grey tints and black 


Flesh 

Flesh Pink 
Pearlblush 
Atmosphere or Nude 
French Nude 
Champagne 

Grain 


Sandust 
Shell Grey 
Moonlight 
Dove Grey 
Piping Rock 





Mauve, violet and violine 
shades. Light and middle 
values 


PASTEL PARCHMENT 
SHELL GREY 
STONE 
ROSE BLUSH 


Natural Reptile colors in le 
beige and grey tones and black 


Flesh 

Flesh Pink 
Pearlblush 
Atmosphere or Nude 
Champagne 

Shell Grey 

Sandust 


Piping Rock 
Moonlight 
ain 
Evenglow 
Gunmetal 





Black and White combined 
All Black 


PLAIN BLACK 


Black with colored trimmings for 

daytime wear, with silver and 

gold trimmings for evening 
wear 


Flesh 

Flesh Pink 
Pearlblush 
Atmosphere or Nude 
Champagne 

Sunset 

French Nude 
Alesan 

Aloma 

Shell Grey 


Dove Grey 
Piping Rock 
Evenglow 
Blue Fox 
Sandust 
Grain 

Beige 
Moonlight 
junmetal 





EVENING COLORS 


White, cream, flesh, pink, blue, 
yellow, green, orchid and grey, 
all delicate in_ tone. Also 
brighter shades of rose and red. 
All black, and white combined 
with black. 


Nacré or opalescent kid, silver 

and gold kid. Metal brocade in 

silver, gold and polychrome 

effects. Satin and kid in pastel 

and brilliant shades to match 

or contrast = gown, also 
ac 


Pearlblush 
Silver 
Gold 

Nude 
Moonlight 


Gunmetal 
And Pastel Tints 





SPORT COLORS 


White, cream, flesh and all deli- 
cate hues listed under evening 
colors. Also rose, yellow- 
orange, red, pale beige and 
natural kasha shades. White 
and black combined. 





WHITE 
PASTEL PARCHMENT 
STONE 


In self-tone .or trimmed with 
contrasting colors 
White and black combined; also 
Stroller Tan and black 





Flesh Pink 
Atmosphere 


Mauve 
Pearlbiush 


Champagne 

Sunset 

French Nude 

Alesan 

Sandust 

Pastel tints and brighter shades 





*Standard colors are used for illustration in order to show the type or character of the color and shade required. 
**For matching, use shoe colors on 1927 Spring Season Color Card of America. 
Colors printed in Italics are the new shades on the 1927 Spring Season Hosiery Color Card of America. 
©1927, The Textile Color Card Association of the United States, Inc. 
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Northwestern Shoe Merchants 
Plan Bigger Business 


Convention Devoted to Discussion of 


Profitable Merchandising 


INETY sample lines of shoes 
N were laid out in the Ryan 
Hotel, St. Paul, for inspec- 
tion of retail shoe men who gath- 
ered in that city this week for the 
eleventh annual convention of the 
Northwestern Shoe Retailers’ Asso- 
ciation, held in conjunction with the 
semi-annual meeting of the North- 
west Retail Dry Goods Association. 
F. A. Hohlt, president of the Shoe 
Retailers’ Association, presided at 
the opening session Monday after- 
noon. The first speaker was Charles 
Patterson, banker, and also treas- 
urer of the O’Donnell Shoe Manufac- 
turing Co., St. Paul. His subject 
was “Footwear Outlook for 1927.” 
“If we have a good crop this year,” 
he said, “business in the Northwest 
will be good. If we have a poor 
crop, then we will have an ordinary 
volume of business. 

“During the past four or five 
years the peoplé of the Northwest 
have been economical in their pur- 
chase of necessities, while appar- 
ently not neglecting the purchase 
. of luxuries which many now regard 
as necessities. This leads many of 
us to feel that the people of this 
section are not as pessimistic as 
they were and that they believe bet- 
ter times do and will prevail.” 

Joe Langley, buyer and manager 
for Schuneman-Mannheimer shoe 
department, St. Paul, led the wo- 
men’s footwear styles forum, urging 
that shoes be sold to match the dress 
and the occasion, with each mer- 
chant and clerk alert to the advan- 
tages of suggesting gloves, hosiery 
and other accessories which increase 
volume of sales. Blacks, with patent 
as the leader, dominate present 
. sales, with parchment and pastel 
shades getting the color run, either 
in whole or as a trim over black, the 
prediction being that red, green and 
blue kid slippers will have their run 
here this summer. Neatness of 
pattern is favored, with the high 
riding one-strap leading and step- 
in effects with gorings developing 
into good demand. Ties are having 
some call and regent and D’Orsay 


Joe Langley, who conducted the 
open forum of style which developed 
a consensus of opinion that blacks 
are good, pastel shades will get a 
run and that the high riding one- 
strap is the one best bet in patterns 


pumps with leather buckles are good. 

Sentiment favors buying differ- 
ent patterns for emphasizing indi- 
vidual styles rather than buying one 
pattern four or more ways, since the 
average women is buying style to- 
day rather than patterns made in 
various combinations of color trims. 
In the lower grades, patterns are 
wider, with higher heels and more 
contrasting colors. 

M. B. Lathrop, president of C. 
Gotzian & Co., St. Paul, urged the 
merchant to be a keen student of 
modern merchandising methods, 
both in the treatment of his clerks 
for getting the best results and in 
earefully gaging the customers’ 
wants and needs. 


W. ECKSTRAND, treasurer 
@and credit manager of Foot, 
Schulze & Co., St. Paul, urged the 
merchant to buy right and buy 
what he can sell and not to buy what 
experience or records show is not 
and cannot be sold. 
George S. Roth, manager of Net- 


tleton’s Boot Shop, Minneapolis, led 
the discussion on men’s styles, de- 
veloping the sentiment that much 
good to the men’s shoe game will 
result from the national advertising 
campaign being considered by the 
men’s shoe manufacturers. 


HE sale of more pairs depends 
upon each merchant and his 
clerks suggesting to each customer 
the need of extra pairs for dress oc- 
casions, for sports, for business, and 
two changes a day for health. One 
merchant insisted that men’s shoes 
are made too good and last too long, 
especially Scotch grains and blacks. 
O. J. Benton of Austin told of his 
son, during one year in his store be- 
tween high school and college, insist- 
ing that his stock was not calculated 
to attract the young men’s trade, 
whereupon he gave the boy right of 
way to buy and run the men’s end 
of the business for six months. His 
first purchase was a blond calf, 
broad toe style, which was reordered 
three times, much against the 
father’s judgment, leading him to 
the conclusion that possibly many of 
the older merchants need to turn 
their men’s departments over to 
younger heads if they want to forge 
ahead and keep step with youth and 
its demands. 
Still another merchant gave it as 
his observation that 40 per cent of 
the mer seen in dance halls or cafés 


_are past middle age and are step- 


ping out with young dancing girls 
and therefore want young men’s 
shoes. 

The Tuesday afternoon joint ses- 
sion of the shoe and dry goods asso- 
cfations was conducted by P. J. 
Nelson of P. J. Nelson Co., Slayton, 
Minn., a director of the Dry Goods 
Association. H. C. Read, depart- 
ment manager of Wyman, Partridge 
& Co., wholesalers, of Minneapolis, 
in an interesting address on “Ho- 
siery in the Retail Store,” showed 
that practically all shoe stores today 
carry one to three lines of hosiery 
and that the volume of sales has an 
average gain of between 50 and 75 
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per cent over a few years ago. He 
urged that a smaller amount of 
stock for the average store is pref- 
erable to a large or too varied stock 
and urged shoe merchants to keep 
a careful weekly inventory for 
quickly detecting salable colors as 
against slow movers. 

George R. Schaeffer, advertising 
manager for Marshall Field & Co., 
gave an interesting and illustrated 
address showing some of his com- 
pany’s theories about promoting a 
retail store. The Marshall Field 
ideal carries through all of their ad- 
vertising, emphasizing first quality 
and second service, and demonstrated 
that where the foundation of a busi- 
ness is carefully built and adhered 
to upon quality and service, the ma- 
jority of advertisements need never 
carry a price on any article, thus 
avoiding price competition which is 
so ruinous to many retail stores. 

T. K. Kelly, president of the 
Kelly Sales System and prominent 
banker of the Twin Cities, gave one 
of his peppy talks on the subject, 
“What of 1927?” To gain success 
this year, he urged the necessity of 
each merchant’s injecting more 
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Northwestern’s Official 
Family 
Here are the men who will guide 
the destiny of the Northwestern 
Shoe Retailers’ Association during 
the current year. They were elected 
at the annual convention in St. 
Paul, Minn., this week: 
President—O., J. Benton, Aus- 
tin, Minn. 
First Vice-President —Otto 
Schuler, Minneapolis, Minn. 
Second Vice-President — J. R. 
Less, Fargo, N. D. 
Third Vice-President—George 
Hammerbacker, W eb ster, 
S. D. 
Fourth Vice-President — John 
F. Cook, Wolf Point, Mont. 
Fifth Vice-President —E. A. 
Rice, LaCrosse, Wis. 
Treasurer —George S. Roth, 
Minneapolis, Minn. 
Secretary—H. S. Mcintyre. 





51 


brains into his business and to 
avoid the one dangerous element 
which is holding back many busi- 
nesses today, namely, fear. 

“While business is going to be 
more competitive,” he said, “at the’ 
same time money is easier with the in- 
cidental showing down of demand for 
credit ; therefore, the time has arrived 
for some more alert salesmanship 
and a greater advertising offensive. 
Business today more than ever be- 
fore is being ruled by feelings and 
new wants for style and color in- 
stead of being ruled by mere figures. 

“It beehoves each merchant to 
change his methods in line with this 
modern tendency. Each merchant 
should get and build good will with- 
in his store and through institu- 
tional advertising, and this desired 
result cannot be accomplished 
through price cutting competition. 
In footwear, comfort, style and 
quality should be sold to the con- 
sumer instead of price. A 40 per 
cent mark-up on footwear should be 
the minimum, with the aim to reach 
50 to 100 per cent mark-up on foot- 
wear that sells because of beauty, 
color or style.” 


Sandals Look Good to Indiana 


Patent Leather Leads in Sales at 
Indianapolis Market Week 


Te Annual Indiana Shoe 
Buyers’ Week, held under the 
auspices of the Indiana Shoe 
Travelers’ Association in Indianapo- 
lis, Feb. 14, 15 and 16, brought to 
the capital merchants from every 
corner of the State to place orders 
for those shoes upon which they 
were not covered. The first day’s 
registration was approximately 400, 
and it was anticipated this number 
would reach 700 before the meeting 
adjourned. 

The shoes bought, for the most 
part, were patent leather. A check 
up with manufacturers on orders 
placed indicated that approximately 
60 per cent of the business was for 
patent leather—not plain patent, but 
trimmed in high colored leathers 
composed of the multifarious motifs 
developed by tanners. The _ re- 
mainder of the business was placed 
on colored kids in shades that have 
been bought since January and in 
some instances December. 

Pumps with front effects and one- 
strap patterns were outstanding, 


with a sprinkling of ties. This lat- 
ter type, however, is a tie that rides 
fairly high on the instep and de- 
signed in a one or two eyelet effect. 

Open shank shoes continue on- 
ward in winning prestige among 
outstanding merchants, and the re- 
ception accorded them here indi- 
cates this style trend will have a 
predominating influence in the 
fashion field if large operators ques- 
tioned regarding this situation are 
correct. 

The opening session of the noon 
luncheon meetings of the shoe 
buyers, held in the Claypool, filled 
the large banquet hall to capacity. 
F. E. Hart, president of the Indiana 
Shoe Travelers’ Association, pre- 
sided. After a welcoming address 
he introduced Representative Huff- 
man from Elkhart, who outlined the 
difficulties of a representative to the 
State legislature. Dr. J. Ambrose 
Dunkle, who pronounced the invoca- 
tion, later made an inspirational ad- 
dress in which he developed confi- 
dence and faith in the product you 


are selling as a positive means to 
success. 

Buford H. Jones, vice-president of 
Thompson-Crooker Co., presented 
$100 in gold to the Indiana Shoe 
Travelers’ Association, winner in 
the contest for showing the greatest 
increase in membership in 1926. 
Mr. Jones urged retail merchants to 
buy fewer lines and advised sales- 
men to sit steady in the boat and 
not change too often. 

A stag banquet was given Monday 
night to the visiting merchants. 


UESDAY’S session of the 
convention showed an_in- 
creased attendance. T. Frank 


James, vice-president and sales man- 
ager of the Brown Shoe Co., St. 
Louis, was the principal speaker. 
He referred to his early ambition to 
become a salesman and how his wish 
was gratified. He urged retail shoe 
merchants to have confidence in the 
traveling man and to seek his coun- 
sel regarding his problems. The 


[CONTINUED ON PAGE 114] 
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NE of the outstanding features in 
the field of women’s costume 
fashions for the spring season will 

be the pronounced development of the 
jacket theme, extending to tailored suits, 
sportswear costumes and even the more 
formal dresses. Many of the newest two 
piece dresses will have their blouses in 
jacket form and the bolero motif has 
been revived. Sleeveless jackets are to 
be worn with long sleeved dresses of 
matching fabric and even evening dresses 
will exploit the removable bolero or 
jacket idea. 

Sports costumes have become all im- 
portant, not only for sports wear, but for 
wear for almost all day functions except 
the most formal. Thus it is that color 
comes into high prominence, for sports 
colors are to be worn for street and after- 

The noon wear. 
“Patchette” 


In one of the very 
smartest colors of 
the season — Blue — 
the shade here being 
a light pastel. The 
material also is 
Fashion’s latest 
whim. It is the new 
“Patchonne”’; a ma- 
terial combining sat- 
in and satin moire in 
crazy quilt design— 
really very fascinat- 
ing. 


Satin happens at the 
moment to be an im- 
portant part of the 
mode in dress, so 
this shoe makes a 
perfect match. 
Another favorable 
feature is the ex- 
ceptional fit of the 
Premier opera last. 




















Sn Jersey InSatin  InbLace 
Zr Oports For Afternoon Zr Cvening 
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MONG the important colors being 
A developed for spring is blue, vary- 

_ ing from the very light gray blues 
of skyish cast to the dark blues of the 
midnight type. The light blues are often 
developed in jersey for sports wear and 
the bright and darker blues in silks. 
Blue is quite as smart this season for 
evening wear as it is for sports or day 
wear. 

Beige as a costume color has lost none 
of its popularity. We find it developed in 
both sports and the more formal types, in 
the latter, often touched up with bits of 
lace or little bows of the dress material. 

Bows, by the way, are riding on a high 
wave of popularity. They appear on 
frocks and coats as well and applied in 
almost every conceivable place, such as 
at the shoulder of a coat, to finish a 
square neckline and even on skirts. 
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Bob- O-Link 


OWS are so very 
chic and so im- 


portant this season in 
feminine dress, that 
we've designed ‘“Bob- 
O-Link,” a perky little 
bow tie to match the 


mode. 
It is here shown in the 


popular parchment 
shade with a very deli- 
cate piping of gold 


kid. 


An ideal combi- 


nation, and one that is 
quite unusual. Small 
decorative ornaments 
add to the daintiness of 


the ribbon bow. 
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IN STEP WITH 
THE MODE 


“MINERVA” TIE 


N this stunning shoe, 

three outstanding fea- 
tures are exemplified. The 
color — parchment — is 
very good in new spring- 
time attire; bows are very 
new and quite as smart; 
and last but by no means 
least important, satin 
moire is finding unusual 
favor as a shoe material 
for Spring wear. 


The well dressed woman 
whose costume embodies 


these essential features | 


will find no better shoe to 
harmonize than the 
“Minerva”’ Tie. 


BAKER Shoes are Always 
Correct. 








ROS OC 


RAPED treatments will be pro- 
D nounced and the uneven hem 
retained. Skirts will remain short, 
hips narrow and waist lines tending to 
normal. Pleatings, both side and box, 
will be largely featured, and _ tiers 
stressed. Modified blouse treatments will 
be seen, with the dolman sleeve type re- 
served mostly for coats. Pronounced 
details will include belts, ties, yokes, 
jabots, pockets and raglan and yoke 
sleeves. 
Sleeveless dresses will be authorita- 
tively indorsed, and short sleeved models 
will appear to some extent. 


February 19, 1927 


Fabrics to be featured: Satins for 
tailored and for sports coats, also for 
coats. Crépes for day wear include flat 
crépe, crépe de Chine, Canton, marocain 
and Crépe Flamengo. Georgette, Elisa- 


In this design from Jay-Thorpe, 
three of the most important 
features are exemplified and an- 
other is added for good measure. 
The color—beige—is very good 
in new spring daytime frocks, 
and the vogue for lace touches 
is also emphasised. Then there 
are the very new and very smart 
bows, one on the shoulder of lace 
and another of the dress fabric 
appearing to finish the draped 
girdle. And last, but by no 
means least important, is the 
fabric—crépe satin, the lustrous 
side in this case being used in 
the trimmings 


GEORGE W. BAKER 
SHOE COMPANY 


\ 7 
p Lace ‘Touches 
we 4b Dows 
Crépe Satin 
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The Tailored Suit Worn With AX CA Cowl) 


The Little Knitted Shirt _ 17 SMITH ST. BROOKLYN 





beth and similar crépes for day and 
evening. Chiffon, silk voile and hand 
blocked chiffon scarfs for afternoon and 
evening. Metal brocades and lames 
especially for blouses and evening wraps. 
Taffeta, plain and in fancy patterns. 
Tweeds, homespuns, basket weaves, 
diagonals, novelty woolens, kasha, plain 
and novelty Jerseys, wool crépe and 
kashmeres, among the featured wool 
fabrics. Prints will be seen in one piece 
dresses, overblouses, tunics and coat Hence, we present “Bluchette,” 
linings. Exploited both in silk and wool a trim little tie, which the tailored 
will be check, stripe and plaid patterns woman can wear with assurance she 
in fancy or novelty treatments, including is correctly shod. Shown in patent 
degradé and ombré effects. leather with parchment kid trim. 







witz stands 
pre-eminent is 
tailored footwear. 
In the season’s mode, 
the tailored suit be- 
comes more and more an 
important factor. It is seen 
on every fashion promenade. 
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Kahler grants Crossett 
facture and 
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u The Barnet Leather Co., Inc.| 


z WELCOMES TO 
| STYLE 
HEADQUARTERS 
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One Park Avenue, New York 
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A. C. LAWRENCE LEATHER CO. 
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who, sensing the rapid changes which 
exist in New York’s business centres, 


are taking quarters this month in the new building and section in 
which the Barnet Leather Co., Inc., was a pioneer. 
We wish them HAPPINESS, SUCCESS and PROSPERITY in their 


new location. 

The shoe manufacturing trade, therefore, has an augmented centre, con- 
veniently located to the hotels and railroad stations,‘in which centre they 
will be able to view the latest styles and newest leathers of the progres- 


sive leather firms. 
“PIONEERS” 
1927 IS A CALF YEAR 


Barnet Leather Co... m. 


One Park Avenue, New York City 


Tanners of “LitTLE Fats” Leathers and “Lorraine” Leathers 
Tanneries: LittLe Faris, New York 
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Distributing Agents: 
a Se eS SAN FRANCISCO 
BARNET Lam Co., INC. : hire MILWAUKEE 
OF MASS. CINCINNATI 


98-106 South Street pa ST. LOUIS 
Boston, Mass. cei. ROCHESTER 


Boston Distributors 


QOS OS IPS DUG Dee 


——_— 


SS CSS ce aS Sie 





BOOT AND SHOE RECORDER February 19, 1927 





Feb 











, 
| 
J 


COR UZ 


February 19, 1927 BOOT AND SHOE RECORDER 
























Only the wisest and stupidest of men never change—said 
Confucius. And that applies to opinions as well as lines. 


We invite all the in-betweens not covered in this 
Chinese wise crack to consider 


PIED PIPER 
SHOES 


These are the Pied Piper factors which have trans- 
formed many slow and sluggish children’s shoe depart- 
ments into active and profitable businesses: 





1—A line that’s different—with a distinctive mer- 
chandising appeal. 


2—Complete protection against price competition. 


3—Easy selling on account of minimum sales re- 
sistance. 


4—All runs from little infants’ to growing girls’— 
and one of the most complete stock departments 
in the children’s shoe business. 


5—Patented construction — The Greatest Triumph 
in Present-Day Shoemaking. 


6—Wonderful advertising cooperation. 


The Pied Piper line offers the most unusual proposition 
to well rated stores in cities open for agencies. 


Natathon Shoe Co; 


WAUSAU, WISCONSIN 


New York Office: 607 Marbridge Bldg. 
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And in Addition to these Spring Shades 
PASTEL PARCHMENT 
SHELL GRAY ROSE BLUSH 


We Offer 
WATER LILY 


This delicate new shade—just off a pure white—is a most 
natural gradation from the Creese & Cook leathers in the 
stronger pastel colors. 


Like other famous Creese & Cook calf leathers, WATER 
LILY maintains that high character of beauty which has 
made it instantly acceptable to our most discriminating cus- 
tomers. 


Your natural desire to see samples of this new leather will be 
promptly satisfied at your request. 





Tony colors include,—TONY GOLD, TONY TAN, 
TONY HENNA, TONY BROWN, TONY AUBURN, 
TONY BURGUNDY, TONY RED, TONY BLACK. 











CREESE | 
oreye) «1 


ORE © a4 Se <2. Se» am 4 


95 South St. 
Boston 


De AND OS 
FEO e 
gee. Pe P. A. HENRY & CO. 
| 706 B’way, Cincinnati, O. 

BEY 62 Mason St., Milwaukee, Wis. 
SS 7an TAP 
Rs HAINES & THELLER 

ej 200 Davis St, San Francisce, 


TANNERIES: 
DANVERSPORT, MASS. 
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Carried in Stock 
Ready to Ship 


LOUISE—Stock No. K-200 
Price $5.00 


“Foot Friend’ two button ebony glazed 
kid. 14/8 leather heel, 1/8 Wingfoot 
top piece, Goodyear welt. 


LOUISE—Also carried in two button 
patent chrome. 


Price $5.00—Stock No. P-250 


7 


LIZETTE—Stock No. P-251. 
Price $5.10. 
“Foot Friend’’ tie in tent chrome, 
14/8 celluloid heel. ear welt. 
LIZETTE—Also carried in smooth 


ebony kid with leather heel. 
Price $5.00. Steck No. K-203. 
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FOOT FRIEND SHOES 


Are Fast Sellers 


Judge friends by their actions—judge shoes 
by the way they sell. 


Foot Friend Shoes appeal to a large and 
responsive buying public. Merchants 
everywhere find them lively sellers. 


Foot Friends are smarter, better looking, 
finer quality, than their price indicates. 
Wherever they are shown, they immedi- 
ately get into the limelight of feminine 
approval. 


And this means more customers for your 
store—more PROFITS for YOU. 


A Foot Friend Courier is now in your 
territory with the beautiful new models. 
Welcome him—for he brings you footwear 
that makes friends and builds trade. 


THE LAPE & ADLER CO. 


Makers of “The L & A Shoe” 
COLUMBUS, OHIO 


“FOOT FRIEND” COURIERS 


J. R. McNierney 
Herbert L. Lape, Jr. 
W. T. Dickerson 
Ray Jackson 
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Turnover! 


Acrobat shoes are Jive 
merchandise. Mothers are 
quickly won over to Acro- 
bats when they see this fa- 
miliar name on the sole. 
They know that the pat- 
ented Acrobat “Double 
VW elt” insures exceptional 
wear. You'll get a quick 
turnover by selecting a 
few attractive numbers 
from our “In Stock” De- 
partment. 





In Minneapolis 
The Dayton Co. 
Sell Acrobats 
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Light tan Calf 
Blucher Oxford 


In Stock 
6%48 BCD $2.00 
84-11 BCD $2.35 


No. 1162 


Smoked Elk 
with coffee 
Elks underlay 


6%8 C D $2.10 
844-11 C D $2.50 


Put in these new numbers now and ask 
for catalog of “In-Stock” numbers. 


Shaft-Pierce Shoe Co. 
229—3rd Street, Faribault, Minn. 
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Quaker Colors 
Fulfill Expectations 


Color 22 
THE ESTABLISHED FAVORITE 

































































‘And so the Twinkies started in -- 

“‘Upon each face a happy grin, 

“To build a town where they could dwell; 
“To build it right and build it well.’’ 


























Tie Up With a Winner 


WINKIES, our wonderful new 

quality line of Children’s shoes— 

ages 2 to 12—and the lovable 
Twinkie characters have gained fame the 
country over. 


PTO BROWN Sy 
‘A oy o 
 epaily ¥ 


\ MAKERS (4 





Retailers who have stocked Twinkies and 
used the many attractive features of the 
copyrighted Twinkie Idea have found the 
combination profitable. 


Twinkies 


No. 4213—Patent Leather Lace Oxford, Mesh Trim, 
Stitch Down Sole, Eileen Last. 

12 to2D Price $2.50 

8% to11%D _ 2.15 

1.75 


Twinkies 


No. 4181—Patent Leather One Strap, Ivory Over- 
lay,Stitch Down Sole, Combination Last. 

Price $2.15 
= 1.85 

“ 1.60 

ss 1.35 

- 1.15 


8% to11% D 
SS errr 


We can sincerely predict for you a satis- 
factory Boys and Girls Department and 
a gain in sales volume on all lines if you 
will take advantage of Twinkie Quality 
and Twinkie Advertising. 


Let a Hamilton-Brown representative 
show you samples and explain each help- 
ful Twinkie feature. Write or wire for 
appointment. 


“4 


WINKIES 


Shoes for Boys and Girls 
Hamilton-Brown Shoe Co. 


St. Louis — Boston 


Also makers of American Lady Shoes and American 


Gentleman Shoes 





Fashioned For 
The American Man 


Who demands an equal portion of 
style, quality and comfort in his 
footwear. Each pair reflects the 
pledge of the maker to the wearer - 


“Keep the Quality Up” 


“THE ZEPHTR” 
American Gentleman Shoes 


No. 1138—Stone Calf Blucher 
Oxford, New Diamond 
Saddle Pattern, Fancy 
Nickel Eyelets, Welt Single 
Sole, Half Rubber Heel, 
One Width Combination 
Harvard Last. 

6% to11 B;G6to11C; sto11D 

Price $4.60 
Delivery February 15th 





3 42% ‘i cAac Mont ao 


: 


Dealer confidence in the American Gentleman name 
rests on a sound merchandising basis. For the American 
Gentleman name carries a national reputation 50 years 
old; a style leadership that includes the largest line of 
genuine Kangaroo shoes available; and most important 
a line so complete that it offers everything needed to 
serve every type of men’s trade. 


Independent of All Combinations 
MEANS 
Individual Styles for Your City 


| : 
st. Louis Hamilton-Brown Shoe Co. Boston 


Makers of American Gentleman Shoes, American Lady 
Shoes and Twinkies Shoes for Boys and Girls 











February 19, 1927 





BOOT. AND SHOE RECORDER 


ff: | mS 
C) Sy 


- 


© n, Nobby ane ann 
OF vhade which will be the he|ghth oF style or 
fOr eprins. a ep 
are Colors i in Ohio Leather to your manufacturer 
unitOrm Quality in your meny fOOtWCar. 


Our booklet “The Story of Leather’ tree. 
Send for it. 


THe Oxi0 LEATHERCOMPANY. 
. GIRARD, OHIO 
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TYLES created, not copied. Snap that 
is designed in the pattern. Lasts 
that are a step ahead of the mode. 

Quality that is deliberately better than the 
rest. 

Marion Collegiate styles are built to sell to 
the young fellow who wants style all the while. 
Their quality makes wear and comfort certain. 
The price assures your profits. 

Our catalog sent on request. 


Style No. 35. Gallun’s No. 48 Tan 
Calf. Brute Last. “Iron tread” heel. 
Soft Box Toe. In stock 


MARION SHOE COMPANY 


MARION. INDIANA 
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colors for spring. 
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179 Stroller Tan,Ne 
126 Valencia Tan. 
and Nell Oriole... 
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-Ne179 Stroller Tan 


These — 
shades are big sell 
ers and _ buys in 
Ruepings Winnebago 
---a fine natural 
grain calf witha 
flat box board in 
a bright finish. 














Nell Oriole 
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FRED RUEPING LEATHER CO. 
FOND DU LAC, WISCONSIN 


Branches: Boston Chicago San Francisco Cincinnati 
Milwaukee Montreal St. Louis New York 


Northampton, England Paris, France Frankfort, Germany © 
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Me FREEMAN SHOE] 
Ss i 








Where quality 
is considered, 
Freeman leads 














FREEMAN SHOE MFG.CO. 


—— Beloit, WiS. pms 
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THE QUALITY SHOE MARKET OF AMERICA 


THE STANLEY DUTTENHOFER SHOE 
COMPANY 


THE VAL DUTTENHOFER SONS COMPANY 


THE HOLTERS COMPANY 


THE CHARLES MEIS SHOE COMPANY 





THE JULIAN & KOKENGE COMPANY 


THE ROTH SHOE MANUFACTURING CO. 


THE KRIPPENDORF-DITTMANN COMPANY 


THE SCHEIFFELE SHOE COMPANY 


THE P. SULLIVAN SHOE CO. 
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Let’s Look At Your Clearance Table! 


Sick of the sight of itP Well, we can’t blame you for that— 
but after all, we might as well face facts—maybe we can 
learn something from these left-overs. 


Take this lot, for instance—likely looking merchandise— 
just why did these land on the bargain counter? They should 
have gone like hot-cakes on a frosty morning. 





Just why? Chances are you'll find you didn’t get them while 
the going was good. While you were watchfully waiting, 
the other fellow down the street was selling. A clear case 
of delayed delivery. 





And what about these? They look a lot alike, don’t they? 
Why, man, you bought practically the same styles from a 
half dozen different manufacturers! No wonder you’re 
over-stocked! Yes, we can charge this bunch of profit-eaters 


up to Duplication. 


This collection over here seems to be mostly misfits—too 
many different lasts from as many different manufacturers 
—that accounts for them! 


*K *k *K 


Delayed Deliveries — Duplications — Fitful Fitting—now 
we're getting somewhere! If we could only rid ourselves 
of this trio of cash-consumers we’d have more shekels in the 
bank and fewer shoes on the. bargain counter next time. 


Concentrate! Buy from a few reliable manufacturers who 
include Service when they sell Shoes! It’s human nature to 
favor bulk business and, oddly enough, shoe manufacturers 


are human! 


And, of course, fewer sources of supply mean fewer duplica- 
tions for you—+th/at’s natural. 
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And fewer lasts mean less trouble in fitting! 


(ONCENTRATE! 


* * * 
The next question is—where to concentrate. 


Of course, we may be a tiny bit prejudiced, but for the life 
of us we can’t think of a better buying place than the Cin- 
cinnati market. 


In the first place, the Queen City is within a stone’s throw of 
the geographical center of these United States, and that 
means prompt deliveries to every corner of the country— 
that and the fact that Cincinnati manufacturers take partic- 
ular pride in promptness. 


And then, of course, you’ll find in Cincinnati quite a few 
In-Stock Departments—ready to fill rush orders in a rush, 
in any styles and sizes. 


Most important of all, you’ll find in this market merchandise 
that is r7ght—tright in style, right in quality—right in price! 


Concentrate on Cincinnati-made shoes—you can’t go 
wrong! 
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A PLEASING COMBINATION 
PRETTY STYLING—HEALTHFUL COMFORT 


No better proof that Dr. Ray’s footwear builds a steady, consistently profitable 
business is necessary than the fact that EVERY dealer who has started with 
them has CONTINUED with them—sending us increasingly large re-orders 
as regular as clock-work. 


bs DR. Ray S Ready 
— CEE 
ARCH SUPPORT... 


- 
DR. /MPROVED 


ARCH SUPPORT Act SUPPORr 
“Easy on the Feet” 

















Combination Last, Custom- 
Made Goodyear Welts—all with 
13/8 Cuban Leather Heels, 
Wingfoot Top Lifts and Light 
Color Kid Linings. Genuine 
Kidskin and Patent Colt Uppers. 














Widths and Sizes: AA, 5 to 8%; 
A 3% to 8; B, 3 to 8; C 2% to 9; 
D, 3 to 9. 




















3506—Black Kid 3-button Cut-out Strap, AA 4168—Black Kid Oxford, Perforated, A to 


to D $4.15 
3779—SAME, Patent Chrome, Jumbo, EEE 4.25 


3717—Patent Chrome 3-button Strap, AA to 
D 4176—SAME, Black Kidskin Jumbo, EEE. 4.00 


3769—SAME, Black Kid Jumbo, EEE ; EEE 914 ae ac idskin Jumbo, 


3699--SAME, Tan Kid, A to D s 
3709—Black Kidskin 3-Strap, Cut-out, A to 3468—Patent Chrome 3-Strap, Cut-out Stay, 
D 





3479—SAME, Jumbo, EEE 


3466—Patent Chrome 2-button Cut-out Strap, 
3467—-SAME, Black Kidskin, A to D 


The CHARLES MEIS SHOE COMPANY 
ony OING NINE CE 
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“The Ottawa” 


In patent leather with Karungia trim 


K. D. fashion welts for spring present an unusual 
array of light, airy patterns. They are beautiful to 
say the least. 


Discriminating merchants are buying them 


RRS? 


THE KRIPPENDORF-DITTMANN CO. 
CINCINNATI 
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For those 








who must sit in the gallery 


T’s nice to sit in the orchestra 

—everyone prefers it. But not 
everyone can afford a downstairs 
seat. So every theatre has a gal- 
lery. 

So with a shoe store—your shoe 
store. You naturally prefer to sell 
$12 arch shoes—who wouldn’t? 
But when a “gallery” patron 
comes along—a woman who wants 
a good, stylish arch shoe, but can’t 
afford an “orchestra” price—what 
are you going to give her? 

Hundreds of progressive shoe 
merchants, including many of the 
largest stores in the country, have 
answered this question with The 


The Charline 


No. 76—A popular cut-out tie in patent. Built 
on a 301 last, 14/8 heel with rubber top lift. 
In stock, AAA to D, $4.75 net. 


No. 75—-Same in black glazed kid, $4.75 net. 


No. 79—Same in blondette kid, wood-covered 
heel, $5.50 net. 


No. 80—Same in golden brown 
kid, wood-covered heel, $5.50 net. 


Protex Arch Shoe. Here is a 
shoe, soundly built, smartly styled, 
with a sane, helpful arch feature, 
yet made to retail at $7 or $8. 
And to provide you with a hand- 
some profit at that figure! 

Besides, Protex is backed by an 
In-Stock Department that makes 
it unnecessary for you to carry 
heavy stocks. Size up as needed— 
you'll get all here. Note the Pro- 
tex model pictured, think how 
neatly such shoes—at $7 and $8— 
would fit into your scheme of 
things—then write for all the de- 
tails! The information costs you 
nothing, you know. 


THE HOLTERS COMPANY 
Branch of The United States Shoe Company 


Sixth and Sycamore Sts., Cincinnati, Oliio 


Minneapolis Office: 
723 Boston Block 
G. S. Sanders, Mgr. 


Onoton Arch 


SHOE 


Coast Representative: 


Art Naftzger 
Hotel Gowman, Seattle, Wash. 
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THE LORRAINE 


An exquisite fancy oxford. 
Patent leather with snake 
trims. Made over the “Le 
yera” Process’ controlled 
exclusively by the P. Sulli- 
van Shoe Company. Same 
pattern also shown in welt 
construction and in the Sul- 
do-pedic corrective line. 














A “LE GERA” MASTERPIECE 


SPARKLING WITH STYLE. ACCEPTED BY LEADING 
MADE BY SKILLED CRAFTSMEN RETAILERS AS A PROFIT 
OF THE BEST MATERIALS. MAKER. 


A Super-Flexible Shoe as Smooth as a Welt Inside 


The Y. Sullivan Shoe Company 


CINCINNATI 
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15 pairs a day 
~ a sales still growing 


GEATTILE women certainly do like The 
Flexridge Shoe! During October, these 
shoes moved out of Wallin & Nordstrom’s at the 
rate of nearly 15 pairs per day. And sales are 
still going up, up, up. Here’s the story as Mr. 


Carl Wallin tells it. 


Ee OE Lm im i 


“WE have sold 375 pairs of Flexridge Shoes in 26 selling days, 
during the month of October, and Flexridge sales are grow- 
ing every day.” 
WALLIN & NORDSTROM 
Seattle 
By Carl Wallin 


Why Wallin & Nord- 
strom sold 375 pairs in 
26 days. 
Remember this is the first year for The Eee ae 
Flexridge Shoe in Seattle! Remember, The Flezridge Shoe: 
too, that this first year record has been ; 

» ) ; Flexible sole 
duplicated by Flexridge in many another Short, rigid, patented 
city. ‘This shoe is nothing less than a sales shank 

‘ A 3 ; Gapless ankle 
sensation. If representation is still open Glove-fitting heel 
in your community—well, we suggest that and 
you lose no time in getting complete details The cmacwes of caplet 


on the Flexridge proposition. 


THE DUTTENHOFER BRANCH 
of The United States Shoe Company’ 


Sixth and Sycamore Sts., Cincinnati, Ohio 


“Flexible where you want it Rigid where you need it” 
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lad full 
= of reserve stock 


~as near as the nearest mail box 


HIS warehouse holds more different juve- 

nile styles than you will ever carry, with 
every size and width in every style. It is the 
Scheiffele In-Stock Department. 


With this In-Stock Department at your 
command, you do not need to overload on any 
model. You can carry just the styles and sizes 
that you know are in demand; you can replen- 
ish your stock from week to week, as you sell 
the shoes. You need buy only what you sell! 


No. 541. The Flora—A_ sport 


As for the shoes themselves, if you haven’t 
model, 3-eyelet tie. Note the a . . 
cut-out tip with new-type saddle. seen them, it is high time you had a look. The 


In combination of Stroller Tan 
Calf trimmed with matching 


Badger Tan Calf. “Du-Flex gristle smartest of juvenile and college-type shoes— 


sole and heel in Goodyear welt, 


to 8, widths AA to D, $4.50.” sport oxfords, straps, pumps, walking ox- 
fords, even baby welts. Thirty-eight numbers 
in all—and all zm stock! 


Two of the fastest moving models are pic- 
tured here. To see the entire 38, write for our 
new free catalog, just off the press. 


No. 584. The Fairway—A swag- 

ger oxford, in combination of 

Rueping’s Badger Calf trimmed ° 

with Seal Grain Calt—the whole The Scheiffele Shoe Company 
shoe a pleasing blend of two tans 

of blond shade. Du-Flex gristle Branch of The United States Shoe Company 


sole in Goodyear welt, with flexi- P " - _ ” 
ble box toe. Sizes 2% to 8, Sixth and Sycamore Sts., Cincinnati, Ohio 


widths AA to D, $4.60. 
Chicago Office: Cleveland Office: 


B. SLOCUM, Mer. JOHN J. SANTRY, JR., Mer. 
Room 1826, Republic Bldg. 1538 Union Trust Bldg. 
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GEAR UP .Vouwr 


with these F@DT SAVERS 





Gear up your dollar power——get your 
capital working at high speed—by 
featuring these popular Foot Saver 
Models. 


The Foot Savers pictured here are 
nationally advertised—made up in 
quantity, placed in stock-——ready for 
the instant demands of your trade. 


Stock Foot Savers make it unnecessary 
for you to tie up money in large stocks 
of your own—they enable you to do 
business practically on our capital. 


Lessen the demands on your resources 
—-speed up sales—increase your profits 
——by featuring Stock Foot Savers. 


Send 
for 
Stock 
Booklet 


The MODE 


No. 377—Price $6.85 
Ebony patent a two eae, omy a 
ooze inlay, 14/8 patent covere eel, 
combination last. Complete sizes AAA ag na bend The WALKER 
to D. o. 386—Price $6.35 
, ; . ‘ No. 403—Price $6.10 
Stock No. 378—Price $6.60 Ebony kid, five eyelet tie, patent tip and Ehony kid, ote apelst, 12/6 leather heel 


Same as No. 377, in ebony kid, leather trimmings, 14/8 leather heel, combina- 
heel. tion last. Complete sizes AAAA to D. 2011 last. Complete sizes AAA to D. 
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DOLLAR POWER 


in stock READY TO SHIP 


These Stock Foot Savers are high-speed sellers. 


A tremendous volume of national advertising has given 
them prestige—good will—among the women who should 


be your best customers. 


Every month, convincing Foot Saver messages reach four 
out of six of the leading women of your town—selling 
them on the beauty—the superb-fitting—the patented, 
grace-giving features of this famous footwear. 


Feature these Stock Foot Savers and you offer merchan- 
dise that already enjoys consumer acceptance—that sells 
out fast and clean—that turns your capital rapidly. 


Cash in on these merchandising advantages—gear up your 
dollar power—by concentrating on Stock Foot Savers. 


The Julian & Kokenge Company 


Makers of the famous J. & K. Arch Fitting Shoes for Women 


East Fourth Street 


CINCINNATI OHIO 


The TRUDIE 


The QUADRILLE No 387—Price $6.50 
Patent leather three eyelet open work 
No. 383—Price $6.15 tie, 14/8 wood heel, combination last. 
ew ad oo et four Saw. Pde Complete sizes AAAA to D. 

eat er heel, com ination last. om- Stock No. 388—Price $6.35 
plete sizes AAA to D Same as No. 387, only in bright gun 
Stock No. 384—Price $6.35 metal calf quarter with ebony kid 
Same as No. 383, only in ebony kid. vamp, leather heel. 


The MIKADO 


No. 389—Price $7.60 
Patent leather three eyelet tie. 
Seal tongue and inlay quarter. 
work vamp. Combination last, 
covered heel. Complete sizes AAA 
to D. 


Steck No. 390—Price $7.85 
Ebony kid vamp, gun metal quarter 
three eyelet tie. Patent leather inlay 
tongue and quarter. Combination last, 
14/8 covered heel. 


The NOME 


No. 381—Price $6.85 

Patent leather three button, 14/8 patent 
covered heel, combination last. Com- 
plete sizes AAA to D 

Stock No. 382—Price $7.35 
Same as No. 381, only in ebony kid, kid 
covered heel. 

Stock No. 385—Price $7.85 
Same as No. 382, in brown kid, kid 
covered heel. 
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What do Lox think of 


~ When hol Maino 
ORTHOPEDIC SHOES 


Heavy, clumsy ‘“‘comfortable-but-ugly”’ footwear ? 
If you do, you have never seen 


Roth’s Corrective Shoes 


The Style Element in our Corrective 
Shoes is given as much attention as 


are the correct fitting and supporting 
qualities—and that’s lots of attention. 


MIRROR 


Our Corrective Shoes are not alone 
Step-in gore pump; 14/8 Madrid 


x 66 
orthopedic shoes. They are “Correct Lid covered heel 
Madrid Kid Vamp, No. 1450 


shoes’’—correct for all occasions and Chagrin Quarter and Madrid 


Kid strap and trimmings 


a perfect fitting comfort to all wearers. $675 Le 5% 


Not in Stock. Made to Order 
in 5 Weeks 








No. S-420 No. S-421 
In Patent Leather Same in Black Kid 


AAA—5 4-9 B—4 - : AAA—5_ -9 B—4 - 
AA—5 -9 C—3- AA—5 -9 — 314. 
A—41-9 ut In Stock  A—4%-9 Ret 

$5° Net 30 Days : $57° Net 30 Days 
Joyce 3-Strap 


GROTH SHOE”4Za 


 CINCIN ATI # 


N. Y. OFFICE, MARBRIDGE BUILDING A. B. CLARK, REPRESENTATIVE 
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FOOT OF 


You have bought for early spring, styles 
you believe will sell, even to the last pair. 
You have studied carefully the color trend 
—pattern, last and heel trends. 

No doubt you have considered quality and 
workmanship with relation to price—also 
service of delivery, etc. 

We hope you have “hit it” right on every 
point. 





styles” for the 
FASHION 


But have you kept in mind the foot of 
fashion in your town—the one that demands 
“hot foot styles,” those accepted at South- 
ern winter resorts? 

Our organization offers smart merchants a 
style selection co-operation that is decidedly 
profitable. 

Stanley Duttenhofer shoemaking and qual- 
ity are unquestionably the best. 


The Alvo Tie 
Made of Rose Blush 
Kid with 16/8 wood 
covered heel. 


‘salable to the last pair” 
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The New Crawford Shank 
cAbsorbs the Shocks of Walking 





HE human body, like 
that of the automobile, 
suffers less and lives longer 
when the vibration of daily 
service is lessened by a 
scientifically correct means. 


In walking, when the full 
weight of the body is on 
the foot, the sliding action 
of the shank allows for the 
natural flexing of the foot. 
As the weight is taken off 
the foot, the shank returns 
into position, holding close 
to the arch at all times. 





( 
¢ 
( 
! 
é 
¢ 
f] 
é 
4 
’ 
( 
( 
. 


THE CRAWFORD ARCH SuP- L 

: PERMITS SuioING 
PORTING SHANK embodies ACTION 
the combination of rigidity 
and flexibility. The life, ap- 
pearance, and the comfort 
of every shoe depends on 
its shank construction. 

















Specify Them in All 
Your Shoes 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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Nona & 
UPERIOR design- 
ing and _ superior 

workmanship result in 
the unusual beauty of 
1927 Snug-lers. 
Attractively colored and 
designed, they bring the 
feminine trade to your 
store. 

Get in touch with our 
nearest branch and order 
your Snug-lers now. Be 
ready for the Fall with a 
choice selection of Snug- 
lers. 


United States Rubber Company 
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1927 
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Mh ERIC HIDE & LEATHER COMPANY 

WW 

MN 

Wy Offices and Stores: BOSTON NEW YORK CHICAGO ST. LOUIS CINCINNATI 

MN AMERICAN HIDE & LEATHER COMPANY, Ltd.: Northampton and Leicester, England; Paris, France 

Ny Calf and Side Upper Leather Tanneries: Lowell Chicago Sheboygan Ballston Spa Curwensville 

AM Dolliver & Bro., San Francisco, Cal., Agents for the Pacific Coast and Orient 
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WILLOW CALF 
For Men’s Shoes 











WILLOW CALF for Men’s Stylish Shoes is at its height of pop- 
ularity. 

As a trade name it is the best known. 

The ability to produce in Quantity and Quality is a strong argument 
in its favor. 


NO. 111 MEDIUM TAN is now in demand. 




















BLACK WILLOW has All the Desirable Qualities 
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~Who’s Who on the Road 


The Men We Tell About Are the Ambassadors of Trade 


They Carry Shoes and Merchandising Ideas into Every Town 


ICHARD HOCK succeeds J. J. Kal- 
tenbrun as secretary of the Ohio 
Shoe Travelers’ Association. Mr. Hock 
has launched an intensive membership 
campaign. The present roster num- 
bers 70 names, which it is planned to 
increase to 140 by the time the annual 
meeting rolls around in June. Ohio is 
headed for big doings during 1927. 


LARK G. 

TRUE, for- 
merly Ault-Wil- 
liamson Shoe Co. 
salesman for 
northern New 
England, is now 
special field rep- 
resentative for 
that company, 
with all of New 
England as his 
territory. He, 
with the other 
salesmen in that 
section, is doing 
special promo- 
tional work among New England 
dealers, as a representative of the fac- 
tory at Auburn. Mr. True is experi- 
enced in all branches of the shoe busi- 
ness, and is well fitted for his present 
work. He spent eight years with 
Brooks Brothers, New York City, sell- 
ing shoes at retail, and six years as 
cost man and wholesale salesman with 
B. E. Cole, Inc., turn shoe manufac- 
turers of Haverhill, before he joined 
the Ault-Williamson Shoe Company. 
His experience with their line has been 
so satisfactory that he has even named 
his Ford the “Constant Comfort.” 


Clark G. True 


ERE is Joe 

K a lisky, 
“snapped” while 
off duty, “Under 
the Shade of 
the Sheltering 
Palms” at Ha- 
vana. Joe has 
been spending a 
few weeks in the 
country south of 
the Gulf States 
and says “I find 
this part of the 
world very inter- 
esting, but awful 
warm and uncomfortably so. With re- 
gards, I am as ever, yours truly, 
Joe Kalisky of Chicago, representing 
ee Bros. Shoe Co. of Campello, 

ass. 


Joe Kalisky 


ye N. S. T. A. was represented at 
the National Boot and Shoe Manu- 
facturers’ Association convention held 


in the Nation 
By HELEN M. HANEY 


recently in New York by Frank B. 
King and Secretary T. A. Delany. At 
the allied trades conference, which took 
place during the days of this “meet” 
for the purpose of bringing about a bet- 
ter trade understanding, much stress 
was laid upon the value of the work 
being done by the shoe traveler. Tan- 
ners, shoe manufacturers, shoe whole- 
salers and retail shoe merchants are 
taking a stronger stand than at any 
time previously to bring about the rec- 
ognition of the organized branches of 
the industry. The thought is that 
trade ee can best be effected 
through the various groups if the indi- 
viduals forming these groups are mem- 
bers of their nationally recognized as- 
sociations. 


EORGE L. 

STARKS, 
who has always 
specialized on 
“Dixie,” having 
covered this ter- 
ritory for years 
for Preston B. 
Keith Co., later 
for The Wilson 
Process, and for 
about six years 
for the 
Little Co., re- 
cently joined 
the sales force 
of A. M. Creigh- 
ton, and will 
continue to “make” the South. 


George L. Starks 


c R. DRUMMOND and George Col- 

* lis recently staged a Queen —_ 
ity Style Show in the Tuller Hotel, 
Detroit. Over 100 dealers were in at- 
tendance, and “a tremendous volume 
of business was placed,” writes Sales- 
man Drummond. He adds, “This is 
the first territorial style show ever put 
on by the Thos. G. Plant Co., and no 
doubt it will be the start of many 
more.” 


4 an Ladies’ Auxiliary of the North- 
western Shoe Travelers’ Association 
has held its annual election. Mrs. Ar- 
thur Luft, past president, has been 
succeeded by Mrs. George M. D. Posey. 
The other new officers elected are: Mrs. 
George Sanders, vice-president; Mrs. 
Henry Thorson, treasurer; Mrs. Art 
Luft, chairman of the visiting commit- 
tee; Mrs. W. A. Follansbee, chairman 
social committee; Mrs. C. Hobert Ken- 
nett, chairman publicity; directors, 
Mrs. Henry Nylander, Mrs. George Po- 
sey and Mrs. Kennett. The auxiliary 
is now entering earnestly on its eighth 
year of charitable activities, especially 
sewing. 


RANK M. FALES has recently 

joined the salesforce of the Little 
Witch Shoe Co. of Salem, Mass., and 
will cover New Hampshire, Vermont 
and Western Massachusetts. Mr. Fales 
is well known in New England. 


ENRY E. H. 

WHITON, a 
familiar figure on 
the street, and one 
well acquainted 
with the personnel 
of the shoe indus- 
try, is now New 
England represen- 
tative of hit- 
more-Tirrell Shoe 
Corp., Weymouth, 
Mass., manufac- 
turers of infants’, 
children’s and 
misses’ flexible 
welts. Said Mr. Whiton in a recent in- 
terview: “While these shoes are very 
high grade, they are being sold in large 
quantities to the best dealers in the 
country. Many merchants who had 
previously felt that they could not han- 
dle as high grade a line have found in 
their neighborhoods many people who 
are now buying this grade, on the 
ground that there is really nothing too 
good for the kiddies.” 


Henry E. H. Whiton 


EN F. HILL is on the road again. 

For the past three years he has 
sold shoes to the consumer, but has 
now left the retail shoe store to again 
act as a “shoe ambassador.” In the 
old days he traveled for Williams-Knee- 
land Co. He is now with the F. Mayer 
Shoe Co., Milwaukee, and will cover 
eight States, from the Ohio River 
south, with the Meyer special line of 
men’s popular-priced shoes. 


ERE is John 

J. Whalen 
in miniature, 
past president of 
both the Penn- 
sylvania Shoe 
Travelers’ Asso- 
ciation, and of 
the Boston Shoe 
Travelers’ Asso- 
ciation. “Jake” 
covers part of 
New York State, 
all of Pennsyl- 
vania, West Vir- 
ginia and Mary- 
land for Weber 
Bros. Shoe Co. of North Adams, Mass. 
He has a record to his credit of 14 
years in the same territory. 


John J. Whalen 
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Turns of Distinction 





RATIFYING INDEED ARE 
ts the comments of expert shoemen 
when they first examine Hooley 
Tun. —_~ —~ ~~’ 


fire.” Poe 






These profitable 
But our deepest satisfac- turns are merely await- 
tion comes ing your dis- 


from the en- covery. 


W. F. HOOLEY SHOE CO. 


LYNN, MASS. 
New York Office 


Marbridge Bldg., Rooms 854, 856 
47 W. 34th St. 


thusiastic loyalty of customers who know 
how Hooley Turns perform “under 







Y 

















] 































February 19, 1927 


Geo. D. Chandler 


EORGE D. CHANDLER, who has 
for many years been identified with 
selling good merchandise to the retail 
trade in and about Chicago, represents 
the F. M. Smith Shoe Co. of Milwau- 
kee, Wis., manufacturers of the ‘World 
Beater” line of men’s and boys’ shoes 
in this territory. To use his own ex- 
pression, “I sure have what my retail 
friends want in a popular-priced seller, 
and can take care of them from our in- 
stock department, also boys’, youths’ 
and little gents.” 
W. HUNTER, who covers south- 
¢ ern New England, and A. Craig, 
who covers Maine and northern New 
Hampshire for G. H. Bass & Co., Wil- 
ton, Me., greeted visitors at the Bass 
booth at the interesting Sportsmen’s 
Show held recently in Boston. Also at 
the booth were Messrs. Marshall and 
Brown from the factory. All visitors 
were presented with a card to be given 
to some retail shoe merchant in their 
locality carrying Bass shoes, stating 
that they were interested in a certain 
stock number, that any courtesies 
shown would be appreciated, and that 
the presentation of the card placed the 
bearer under no obligation to purchase. 
The dealer was asked, on the other side 
of the card, upon presentation, to re- 
turn same to the factory. Mr. Hunter 
has a 27-year record with the G. H. 
Bass & Co. to his credit. 


C. McDONALD, who for a great 

* many years has covered the Pa- 
cific Coast, one of his former recent 
connections being with the Artistic 
Shoe Co., has now moved to the East, 
and has decided to transfer his shoe 
selling activities to the Atlantic Coast 
sections of the country. He reports 
that the coast likes the light colors, 
and that two shades of beige, in straps, 
are good selling numbers, with South- 
ern California, as usual, preferring 
“style extremes.” 


J. McCORMICK, for many years 

* the representative in Chicago 
and Middle West territory for the 
Great Northern Shoe Company, and 
more recently with Rice & Hutchins, 
Inc., for whom he handled men’s shoes, 
factory end, has become associated 
with the Endicott-Johnson Corpora- 
tion, and will sell to the larger trade 
in the metropolitan area of New York, 
and New York State and eastern Penn- 
sylvania. For the immediate future, 
he will maintain headquarters at the 
Hotel Pennsylvania in New York City. 


D W. LANDON, general sales man- 
* ager and treasurer of the Scholl 
Mfg. Co., Inc., recently started on a 


six months’ tour of South America. He 


, will visit the company’s branches in 


Brazil, Argentine, Chile, Peru, Cuba, 
Mexico City and other countries. The 
Scholl Mfg. Co.’s business in South and 
Central America has shown a most 
healthy increase during the last year, 
and it is Mr. Landon’s purpose to study 
personally the conditions that have led 
to it and means of further expansion. 
The Scholl Mfg. Co., Inc., has sales 
representatives in 39 countries. 


HILIP H. GREEN of the Charles 

Meis Shoe Co. has returned from 
a business trip in the East. Mr. Green 
reports that a very pleasing event was 
in meeting John Gunnnerson of Los 
Angeles at the Copley Plaza, Boston, 
during the Style Show week. Mr. Gun- 
nerson placed a nice order with him 
for shoes to be shipped to his father’s 
Honolulu, Hawaii, stores. John Gun- 
nerson is the son of G. Gunnerson, a 
notable figure in the shoe industry, and 
Mr. Green adds that John has inherited 
his father’s characteristics in the same 
game. 


James J. Kaltenbrun 


AMES J. (“JIMMIE”) KALTEN- 

BRUN, a past N. S. T. A. “Prexy,” 
who covers Ohio and Indiana for the 
Chas. A. Eaton Co., has recently been 
appointed by President Charles W. 
Morrill as N. S. T. A. educational 
chairman. One of Mr. Kaltenbrun’s 
latest “hits” was his report, given at 
the last N. S. T. A. annual convention, 
setting forth the six requisites for a 
successful shoe traveler. 


‘Ts Menzies Shoe Company sales- 
men out of the St. Louis house are 
now in their territories with the new 


line. A partial list of the new sales- 
men and their territories is as follows: 
J. A. Barenhamp, Missouri; J. Berch, 
New York City; J. Cryderman, Ne- 
braska; Charles Grossman, Indiana; 
B. Markus, St. Louis; W. Jones, 
southern Illinois; Charles Kidd, west- 
ern Iowa; S. Pollock, western Ohio, 
and W. Undersinger, St. Louis, Mo. 


DDIE MANNHEIMER, who travels 
for Arthur Bender, Inc., bench 
made shoe makers in New York, started 
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on a trip through his territory recently. 
He plans to go as far out as the Coast, 
making stop-overs in the principal 
cities where Bender shoes are sold. He 
has with him an entirely new range of 
styles for spring selling and feels that 
his customers will be well pleased with 
what he has to show them. 


OHN F. FLINT, one of “the vets” 
traveling out of Rochester, N. Y., 
for a number of years representing 
A. M. Creighton, is now on his second 
trip for Hoge-Montgomery Co. of 
Frankfort, Ky., poor area of wo- 
men’s and men’s low priced, solid 
leather shoes. John says that his house 
has been making shoes for 35 years and 
that 6500 pairs are made daily. His 
territory is in his “eld camping 
ground,” New York State and Cleve- 
land, Ohio. 
K. WOOD, who sells the New 
e York City and Chicago trade for 
the Cushman-Hollis Co., reports a very 
good business on pastel parchments 
and grays, in 19/8 heels mostly, with 
low heeled models for the college trade. 


M. WELLS, well known shoe trav- 

¢ eler of Chicago, and for the past 
two years with the Checker Shoe Co. 
of Chicago, covering the Central West, 
is now covering the North Side of Chi- 
cago and Cook County for the Good- 
year Rubber Co. 


HE N.S. T. A. chairmen of the va- 

rious national committees have been 
appointed, as follows: Publicity, T. A. 
Deiany, Boston; railroad, Charles W. 
Evans, Chicago; style, Frank B. King, 
Chicago; transfer and baggage, J. R. 
Sells, Kansas City; legislation, Frank 
J. Weber, Cincinnati; hotels, John D. 
Baxter, New York; membership, I. F. 
Oberfield, Philadelphia; educational, 
J. J. Kaltenbrun, Columbus; budget, 
Clarke B. Rowley, Rochester, N. Y.; 
trades cooperative committee, Frank 
B. King, Chicago; insurance, Charles 
W. Morrill, Boston. 


ROM his hunter’s cabin in “The 

Maine Woods” of the recently held 
Sportsmen’s Show at Mechanics’ Build- 
ing, Boston, decorated with a moose’s 
head, “The Waumbeezel” and other 
trophies of the chase, Sales Manager 
Walter L. Morrell of the John Palmer 
Co., Ltd., Fredericton, N. B., greeted the 
public, showed them his sporting foot- 
wear line, and also gave a detailed de- 
scription of the aforesaid stuffed rab- 
bit ““Waumbeezel,” with its long papier 
mache ears to which one of the Boston 
newspapers had facetiously ascribed 
remarkable detective powers. 


Walter L. Morrell 
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These are the days when Milady’s feet must 
twinkle. “Shiny shoes” are all the vogue—-and 
the demand for pastel parchments, patents 
and kids is playing a sweet cash-register-sym- 
phony for the shoe merchant who has these 
attractive new patterns and materials to offer. 
Tweedie is right in step with style, as usual, 
with three fast-selling numbers made in the 
attractive patterns illustrated. 


©F lashing 
Feminine @Feet 


...on @Fashion’s 


Boulevards! 


545-8—Pastel Parchment Calf trimmed with a 
Paisley Autumn Leaf Calf. 16/8 Bevel Spike 
heel. Our 134 last. 


545-9—Black Patent Leather with Dark Paisley Calf 
trim. 14/8 Wood Cuban Patent Leather cov- 
ered heel. Our 125 last. 


545-7 — Water Lily Kid trimmed with No. 2000 Petty 
Point Calf strap and waist band. 18/8 Wood 
Spike heel Petty Point covered. Our 126 last. 


TWEEDIE FOOTWEAR CORPORATION 
General Offices and Factory — Jeffergon City, Missouri 
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Sweeping Changes Made in New York 
City Shoe Association’s By-Laws 


Associate Membership Cre- 
ated to Build Up Organi- 
zation’s Numerical 
Strength; Monthly Meet- 
ings Eliminated 


New YorkK—What probably will be 
the last general monthly meeting of 
the Retail Shoe Dealers’ Association of 
New York was held at Keene’s Chop 
House at noon, Tuesday, Feb. 15. At 
this meeting action was taken making 
sweeping changes in the by-laws, 
which, among other things will elimi- 
nate the general membership monthly 
luncheons and substitute therefor fre- 
quent executive —- and semi- 
annual gatherings, will reduce the 
regular membership dues from $10 a 
year to $5 and create an associate 
membership at $1 a year. Associate 
members, under‘the new by-laws, have 
all the rights and privileges of regular 
members with the exception of holding 
office and voting for officers at the. an- 
nual election, which will be held at the 
fall meeting, hereafter, instead of at 
the first meeting in the year. 

This was the first meeting at which 
the newly elected president, John Hol- 
den, presided. 

Aside from the action taken. on by- 
law changes, the meeting was devoted 
largely to a discussion of style and ad- 
vertising. 

In the discussion under the general 
heading of “Is style detrimental or 
beneficial to the best interests of the 
shoe trade?” an almost unanimous 
opinion was voiced that both style and 
staple shoes have their rightful place, 
_— the retailer should not handle 

th. 


This opinion was vented by several 
retailers, including Percy Hart, Mau- 
rice Miller and John Coward. An in- 
teresting point developed in the short 
talks by Mr. Miller and Mr. Coward, 
representing as they do the two ex- 
tremes, one of high style and the other 
of comfort shoes. Mr. Miller asserted 
that while the Miller stores had han- 
dled a comfort shoe, the Truwauk, it 
forms but a small pest of the business. 
Mr. Coward said that his firm is using 
some shoes that might be called semi- 
styled, but that the part of. the 
Coward business is still on shoes of 
the orthopedic or comfort line. 

Phil. Friedman of Brooklyn, speak- 
small, neighborhood retail- 
that stores such as his are 
forced by demand to carry both types 
of shoes and that in his store 60 per 


ing for the 
ers a 








cent of the business is done on style 
shoes and 40 per cent on comfort shoes. 

A letter from John Slater urging the 
adoption of the proposed changes in 
the by-laws, was read at the meeting. 
Mr. Slater, who with Mr. Holden, 
Percy Hart, and Jacques Hirsch 
drafted the new by-laws, pointed out 
that their intention is to enable the as- 
sociation to increase its numerical 
strength largely. Mr. Slater was un- 
able to be present, being confined to 
his home by illness. 

An editorial in the New York Sun, 
urging children to shine their shoes, 
was read and. approved, as a method 
of stimulating shoe consciousness. 





Because of a news item pub- 
lished in the Boot & SHOE 
RecorpeR S. B. Levine of the 
Parisian Bootery, 520 Wood 
Street, Pittsburgh, recently heard 
from a friend whom he has not 
seen for more than seven years. 

An old associate, also a shoe 
man and now in business in San 
Antonio, Tex., saw Mr. Levine’s 
name in the news columns and 
wrote to him to ascertain whether 
or not he was the right party. 
He was, and now they are corre- 
sponding after having lost track 
of each other for a number of 
years. 











Pilgrim Reenters Business 


St. AUGUSTINE, Fra—E. A. Pil- 
grim, who formerly conducted the Pil- 
grim Shoe Store, which has been out 
of business since September, 1925, has 
taken over The Shoe Store. The new 
business will be conducted under the 
name of the Pilgrim Shoe Store, Inc., 
and on the location of Mr. Pilgrim’s 
old store. 


Vida Moore to Open Shop 


New York—Under the name Vida 
L. Moore Model, Miss Vida Moore, con- 
nected with Zegora, shoe manufacturer 
here, will open an exclusive retail shop 
at 681 Fifth Avenue, in the near fu- 
ture. In addition to the Zegora line, 
which will be handled in the retail es- 
tablishment, individual models will be 
produced for customers. It is expected 
that the new shop will open some time 
in March. 





James S. Coward 
To Open First 
Branch Store 


—_——_— 


Famous New York Firm Takes 
Lease on Location in Fifth 
Avenue Uptown District 


NEw YorK—The well known firm of 
James S. Coward, retail shoes, which 
was established in 1866 in Greenwich 
Street in lower New York, between 
Murray and Warren Streets, and which, 
while expanding with the years until 
it now occupies the entire block, is to 
make its first move in the direction of 
another location. In April the firm, 
one of the .best known in American 
shoedom, will open a branch store at 
37 W. 47th Street, just west of Fifth 
Avenue. 

John M. Coward 2nd, who assumed 
control of the business on the death of 
his father, John M. Coward, in 1925, 
has rented, through Frederick Fox 
& Co., the store, basement and mezza- 
nine floor of the Forty-seventh Street 
building, a space of 11,000 sq. ft., for 
which he will pay $750,000 in rent dur- 
ing the next twenty-one years. Mr. 
Coward was a shoemaker and worked 
on the Bowery before he decided, fol- 
lowing the close of the Civil War, to 
open a place of his own. He had little 
capital at the start. When he died his 
estate was estimated at close to $4,000,- 
000. He was one of the largest shoe re- 
tailers in the country. In the Green- 
wich Street store, which covers almost 
the entire block, 200 persons are em- 
ployed in the sales force. 

The Coward store has occupied a 
unique place in shoe retailing for many 
years. It specializes in fitting feet that 
are hard to fit. It carries a range of 
sizes and widths far larger than the 
ordinary shoe store and in addition has 
a large department for the manufac- 
ture of shoes for cripples. Corrective 
and orthopedic footwear, and scientific 
shoes for children form a large part of 
its business. While the store has been 
situated close to the financial and 
wholesale produce districts of New 
York, far from the shopping center, it 
has attracted customers from the en- 
tire Metropolitan district, and, in fact, 
from the entire country. Its mail order 
business is extremely large and orders 
are received almost daily from 20 to 30 
states and half a dozen foreign coun- 
tries. 

James M. Coward 2nd, now head of 
the business, is the grandson of James 
S. Coward, its founder. Thus the Cow- 
ard store has the unique distinction of 
having been in the same family for 
three generations and at the same loca- 
tion. 
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Che Mode of Parts 


os you are building your business on the 
sound basis of REPEAT SALES, you'll find 
it pays to. specialize on Cedar Cliff for your 
satin shoes. Style may sell satin shoes the 
first time, but it’s style plus quality and the 
way the satin wears that makes steady cus- 
tomers out of first-time customers. 
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Cedar Cliff Shoe Satins have this extra 


merit! 












THE CEDAR CLIFF SILK CO. 
295 Fifth Avenue New York City 


























edar Cuff SHOE SATINS 
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Style Show in Boston 
Theater, Feb. 28-March 5 


BostoN—To stimulate retail trade 
in shoes and hosiery, as well as in the 
other articles of dress in the fashion- 
able woman’s ensemble, the week of 
February 28-March 5 has been dedi- 
cated to a fashion forecast at Keith’s 
Theater, under the direction of Madame 
Jeffries of this city. She put on a suc- 
cessful show at the Keith-Albee Thea- 
ter, last fall, which increased the aver- 
age attendance from about 32,000 to 
45,000, and as a result the Keith man- 
agement readily assented to a similar 
event this year. Everything, from 
top to toe and accessories, with a six- 
months’-in-advance style assurance, 
will be presented. The gowns will be 
by Hickson, and the shoes will be those 
of Laird-Schober, sold at the retail shoe 
store of the Henry H. Tuttle Co. The 
hosiery will be by the Propper Silk 
Hosie ills. 

The latest effects for the occasion will 
be shown bv tall, graceful models, 
wearing some of the new blues, black 
and white, red and white; or—wood- 
land green in combination with whites 
and parchments. The new waistcoat 
“restaurant” costume, in black and 
white will be shown with an open 
shank, black patent leather shoe. x- 
quisite effects in two-toned shiny “fish- 
scale” shoes will be shown with some 
of the evening gowns. The leather in 
the novelty bags will be furnished by 
Griess-Pfleger Tanning Co. 


Cytron Visits Boston 


BostoN—Leo Cytron, proprietor of 
Cytron’s Shoe Store, 8535 South Ver- 
mont Avenue, Los Angeles, visited Bos- 
ton recently on a pleasure trip, with 
“a side trip” to the Boston shoe and 
leather market. Mr. Cytron is a 
RECORDER subscriber and called at this 
office to say “Howdy,” and also to say 
that he felt that all retail shoe mer- 
chants visiting this section should visit 
as many factories as possible and learn 
more about shoes and shoemaking. He 
said that the warehouses and plants 
hereabouts were a revelation to him. 

Mr.'Cytron’s store, on the outskirts 
of Los Angeles, is the oldest in his 
neighborhood. e has lived in Los 
Angeles all of his life, and in the same 
section for 21 years; his visit to this 
market, and other shoe centers, en 
gg was to celebrate his 35th birth- 
ay. 


Joint Advertising 


Kansas City, Mo. (UTPS).—Four 
Kansas City shoe stores recently joined 
with about thirty other stores, cloth- 
ing, department, jewelry and book com- 
panies in a dollar day sale. 

The companies ran a joint half-page 
ad in the daily papers, thus gaining the 
pulling power of large display ads at 
a small cost. 

The shoe stores entered were the 
Davis Boot Shop, Globe Department 
Store, Robinson Shoe Co. and Cooper’s 
Shoe Store. Dollar bargains were of- 
fered in the stores and the results of 
the plan were reported more than sat- 
isfactory by all who entered. 








Columbus, Ohio 
Macon, Ga. 


Des Moines, Iowa. 





Gatherings of the Clans for the Next Two Months 


February 21, 22 and 23—Ohio Valley Shoe Retailers Association Convention, 
March 7, 8 and 9—Southeastern Shoe Retailers Association Convention, 


March 15, 16 and 17—lIowa State Shoe Retailers Association Convention, 








Yowell-Drew Buy Store 


DayTona, FLta.—The Anthony Balch 
Department Store has been purchased 
by Yowell-Drew Co., who operate a 
large department store in Orlando. 
The new owners have perfected plans 
for duplicating their Orlando store 
here. A modern five-story building is 
expected to be ready for occupancy by 
the early fall. This will give Daytona 
a real high grade department store. 
Practically the same lines of shoes will 
be carried as were carried by the An- 
thony, Balch Co. Mr. I. L. Spansell 
will continue as shoe buyer. 


New Evarts Detroit 
Store Is Opened 


Detroit.—Lincoln’s Birthday was 
chosen by the Evarts Shoe Co. as the 
opening date of their new store in 
Detroit, at 1514 Woodward Avenue, in 
the Woodward Arcade. This is the 
fourth Evarts store to be opened. This 
firm specializes in novelty footwear 
for women at a flat price of $3.85. 
Among the styles noticed at the open- 
ing were patent leather cutout gore 
pumps, rose blush and blond step-ins 
and ties, tan cut-out gore pumps, pat- 
ent strap pumps and lizard and blond 
combination ties, also brocaded and 
silver kid evening slippers. Short 
vamps on both full round and square 
toes are strongly featured. 

On the opening day each purchaser 
was presented with a handsome pair 
of silk hose as a souvenir. 

While the salesroom is not of extreme 
size, provision has been made for car- 
rying 5000 pairs of shoes on the 
shelves. A mezzanine balcony houses 
surplus stocks and the office of the 
manager, R. W. Pickering, who comes 
from the Springfield, Ohio, store of 
this chain. 


Featuring Spring Shoes 


PittspurRGH, Pa. (UTPS)—A very 
attractive set of windows showing all 
the new styles for spring are featured 
by Petot’s Shoe Store, 536 Smithfield 
Street. 

I. F. Enders, manager, says that al- 
though considerable time and effort 
was spent on the display, the amount 
of business they are getting directly 
_ to the windows, more than repays 

im. 

The store has been doing a “rush” 
business since second week in 
January when the display of spring 
footwear was inaugurated. 





Clearance Sales Still 
Running in Detroit 


DeETROIT.—Clearance sales under one 
guise or another continue into early 
February shoe merchandising plans. 
Following their pre-inventory sale in 
January, R. H. Fyfe & Co. staged their 
annual anniversary sale, this being the 
sixty-second anniversary of the insti- 
tution of this store. In making their 
announcement of this sale the policy 
of this firm was announced in the fol- 
lowing: “The success of this firm is 
founded upon a four-square policy 
which includes the sale of first qual- 
ity merchandise only. R. H. Fyfe & 
Co. never has and never will carry 
cheap shoes, but our anniversary is 
in every way a celebration and manu- 
facturers are eager to cooperate with 
us in offering finest footwear at prices 
extremely low.” 

Alfred J. Ruby, Inc., closed their 
20 per cent reduction sale, which ran 
throughout January and continued a 
final clearance offer during the second 
week of February of their entire stock 
of evening slippers and suede after- 
noon shoes in all shades at $10.85 a 
pair. 

Russeks, I. Miller Salon continued 
their semi-annual sale into February 
and offer new suede slippers at $9.85. 
For Feb. 8 the McBryde Boot Shop 
offered “A wonderful opportunity to 
select from 1200 pairs of fine shoes at 
approximately cost, $7.85.” This of- 
fering included pumps and ties in satin, 
patent, calf and suede. 

Department store shoe departments 
also continue offerings at reduced 
prices to force trade. At Kern’s the 
“basement spotlights a sale of 3200 
pairs of spring oxfords and pumps at 
$2.15.” This offering included patents 
and satins, light colors and reptile 
leathers. 


To Address Chiropodists 


Boston—On the afternoon of Feb- 
ruary 22, at the Hotel Kenmore, P. F. 
Girard, president of the National and 
Boston Retail Shoe Salesmen’s Asso- 
ciation, will give a talk before The 
Chiropodists’ Convention on “The Re- 
lation Between the Retail Shoe Sales- 
man and the Chiropodist.” 


“The Shoe Box” Opened 


ORLANDO, FLA.—The Shoe Box is an 
apt name for a new shoe store that has 
just been opened by Baker Bros. of 
this city at 43 West Church Street. 
The new store sells both men’s and 
+ shoes at $2.85, $3.85 and 
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Shoe Market News 


Sources of Supply That You Should 
Follow—Weekly Opinions of 


Shoe factories con- 
Boston tinue at normal ca- 
pacity, with shoe travelers showing 
samples mostly in color combina- 
tions artistically combined. There 
are, also, many all black shoes and 
black with fancy leather trims. 
Some leather men predict that the 
months just ahead will see shoes 
produced as to black about 60 per 
cent and light colors in combina- 
tion with new tannages about 40 per 
cent. Sport shoes look interesting, 
as, for instance, white in calf or kid 
with a nile green in frosted damask; 
or a white with a rose trim in the 
same subdued checked, “satiny” 
leather effect; or parchment, or 
water lily with “frosted” damask in 
green. One tanner says that even 
with his vast fund of style informa- 
tion, it is difficult to predict just 
what will sell in colors more than a 
month or two ahead. 

Plans are progressing rapidly for 
the Boston Shoe and Leather Fair 
next July, which will this year in 
all probability be held at the Hotel 
Statler, and which promises to be 
the best of “The Hub’s” previous 
very successful expositions. Men’s 
shoe manufacturers are cooperating 
actively in the “summerweight shoe 
campaign,” and already salesmen are 
showing samples of these numbers 
to their trade. 

The wholesale shoe business is 


fair. 

° The most recent 
| St. Louis business _ report 
on general conditions in the Eighth 
Federal Reserve District has the fol- 
lowing to say of the shoe industry: 

“December sales of the 10 report- 
ing interests were 1.2 per cent 
larger than for the same month in 
1925 and 53.5 per cent below the 
November, 1926, total. Stocks on 
Jan. 1 were 25.5 per cent larger than 
thirty days earlier and 7.9 per cent 
less than on Jan. 1, 1926. The de- 
crease in sales shown in the month 
to month comparison is accounted 
for entirely by seasonal considera- 
tions. Factory operation has been 
increased and ranges from 95 to 100 
per cent capacity. 


Leaders of Industry 


Business in the wholesale district 
is reported as better than fair, with 
a good volume of orders pouring in. 
The sales manager of one of the 
largest general line houses reports 
business in general as good. The as- 
sistant sales manager of another 
large house has just returned from 
a trip through the South, where, he 
says, business has not opened up. 
Merchants have been selling shoes 
during January and February and 
have cleaned up their stock in ex- 
cellent shape. “We find,” he says, 
“that the situation is entirely differ- 
ent from what it was some time ago. 
Our customers report business in 
January better than a year ago. Our 
own business is good and we are 
running ahead of February of last 
year.” 


* 

Milwaukee ,2>°"? "35 
cided swing toward blacks in wo- 
men’s footwear within the last few 
weeks, according to Milwaukee 
manufacturers. Fred W. Callies, 
treasurer of the Rich Shoe Co., says 
that the greater percentage of the 
orders being received at the present 
time call for blacks, mainly in pat- 
ents and satins. This swing toward 
blacks bears out the belief of one of 
the local retail merchants who re- 
cently made the statement that 
blacks might come back for spring. 
The Rich company is still doing a 
good volume on the parchment 
shades, as are other manufacturers 
in Milwaukee. Some firms report 
also that rose blush is good and 
grays are increasing in demand. 
Parchments are being made up in 
solid colors and with fancy trim- 
mings. Combination effects are also 
being worked out by the local fac- 
tories. Straps and step-ins are in 
good demand. 

An encouraging report on the 
status of the men’s footwear busi- 
ness has been received from the 
Weyenberg Shoe Manufacturing Co. 
Robert J. Dempsey, sales manager, 
said that the sales are increasing 
every week and they are much larger 
than a year ago at this time. The 
volume for January this year was 


one-third larger than in 1926. Tans 
are getting the best call, although 
blonds are moving quite freely. 
Novelty footwear which is any good 
at all is selling very well. 


Shops continue busy on 
Lynn shoes for early spring. 
Firms commonly report their pro- 
duction sold ahead to March 15 or 
April 1. Easter comes April 17. 
Colors continue according to the 
chart. But blacks, especially patents, 
have made another gain. A season 
of black and white is forecasted by 
the apparel trade. Lynners are sure 
of a business on black footwear. 
They differ concerning prospects for 
white shoes for summer. Pump pat- 
terns are gaining. It looks as if 
trimmed pumps would be popular, for 
the makers of ornaments report 
February orders to be much larger 
than a year ago. New ornaments 
are of multi-colored leathers, often 
in combination with pastel, patent, 
iridescent or luster leathers. 

High heels continue in demand, 
according to last makers. They now 
call high, the 20/8 class. The 16/8 
class, which was once rated as high, 
has been outclassed. It looks as 
though a new type of footwear would 
come along for summer, a sort of a 
semi-dress shoe, suitable for sports 
wear, for dancing or for informal 
pastimes of the summer season. 
Lynn designers are working on color 
effects, and also patterns, for this 
new type. 


Production in- 
Beccktot. con vers 
slowly in factories in this section, 
with shops turning out the so-called 
third grade shoes; slow in picking 
up on the spring run. Some weeks 
ago some concerns here received 
notice that jobbers had decided to 
pay less for shoes, and some of the 
companies have found it hard to 
continue producing the same shoe at 
considerably less than was paid for 
the shoes heretofore. 

There was a steady gain in pro- 
duction in the factories making the 
better grades, comprising practically 
all of the larger ones here, with 















BOOT AND SHOE RECORDER February 19, 1927 


| 





a : % 






























Immediate 


Deliveries 





























on 


Red 
Blue 
Green 
Mother of Pearl 


Pastel Parchment 





































































 |FORMS wit ada/ 


Rose Blush 
Wings to YOUR SALES 


Gray 
[' you wish to give your window displays a new 







snap—make them distinctive from those of your 


neighbors—add wings to your shoe sales, then S . d O 
‘ Fairy Form your display models. oli and palescent 












Fairy Forms “< 4 light, so eatin that Wass ss 
make every shoe look its best. ey improve the + ] 
appearance of even the most expensive slipper. They O orm¢s 
add a new sparkle to the less costly ones. The style, 
the graceful lines, the delicate leathers are all en- 


hanced by the light and airy touch given them by on 
Fairy Forms. 







a ing iatens = take a aged sales appeal— 
ft they will interest the people who pass your store, P Le h 
“d cause them to come inside. They will make your ' atent at oT 


+ shoe sales jump. 






Fairy Forms are made for both men’s and women’s 
models and may be secured from the manufacturer 
from whom you buy your shoes. He is. anxious to 
see your display models properly treed and will gladly 
supply you with Fairy Forms made over his own lasts 
for this purpose. 


The Shoe Form Co., Inc. SF 
AUBURN, N. Y. 


gf ote agg ig agro E BOSTON 
) 63 SOUTH STREET 
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orders for women’s lines quite flat- 
tering. Brockton concerns are mak- 
jng an exceptional showing of 
women’s fancy styles in all sorts of 
pastel shades, parchments, and rep- 
tiles, and, well supplied in leather, 
they are delighted with the way 
orders have come in. In men’s, busi- 
ness has been slower, but it has 
picked up materially in the last two 
weeks. Novelty leathers are prov- 
ing popular numbers, and with a 
growing likeness for sports, there is 
indication from the looks of orders 
here, that the male will be consider- 
ably “pepped” up for spring and 
summer. 
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¢ Local manufac- 
Haverhil turing activity 
still lacks the zip which usually 
marks the advent of a new season. 
Volume business has not yet arrived 
in the majority of the shoe plants. 
All the shoe and allied lines show 
improvement over preceding weeks, 
but trade conditions apparently do 
not yet warrant volume buying. A 
few of the McKay novelty plants, 
specializing in cheap and medium 
grade footwear are very busy, but 
the other plants are operating on 
varying schedules. Pattern and die 
shops are increasingly busy. Black 
patent is becoming more and more 
prominent and will have a forward 
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place in nearly every local line. 
Colored patent does not show the 
same firmness, but is used liberally 
in combination effects. The new 
light colors in kid fluctuate greatly. 
One factory maybe making rose-blush 
exclusively while another sees only 
parchment. Fancy pump and step- 
in patterns are receiving more favor- 
able comment now than the light, 
dainty ties which commanded ad- 
vance season attention. Smart pump 
effects in the new colorful leathers 
are predicted to lead all other num- 
bers for late spring. Both metal 
and leather ornamentation is being 
used, but more sparingly than in 
recent seasons. 





Annual Meeting Held by 
N. E. Shoe Wholesalers 


Plan to Take Action on Returned 
Goods Problem 


BostoN—The annual meeting of the 
New England Shoe Wholesalers’ Asso- 
ciation was held at the Boston Cham- 
ber of Commerce Building, Feb. 9. 

Reports covering the year’s activi- 
ties of the association were presented, 
and action was taken on the problem 
of return merchandise, parcel post 
charges and several other questions of 
importance to the wholesale shoe trade. 
Ralph B. Jones, president of the Na- 
tional Association of Shoe Wholesal- 
ers, was the special guest of the asso- 
ciation. 

The meeting adopted resolutions en- 
dorsing the Annual Boston Shoe and 
Leather Fair, to be held here July 5, 
6 and 7, under the auspices of the 
New England Shoe and Leather Asso- 
ciation; thanking Secretary of Com- 
merce Herbert Hoover “for his con- 
tinued constructive work in building 
up the domestic and foreign trade of 
the United States, and in bringing 
about the elimination of waste in in- 
dustry”; also thanking Arthur B. But- 
man, chief of the Shoe and Leather 
Manufactures Division of the Depart- 
ment of Commerce, for his valuable 
work in behalf of the shoe industry; 
and cordially approving the work of 
the New England Council and recom- 
mending to the members of the asgo- 
ciation “that they assist-in every pos- 
sible way in the important aetivities of 
the Council in the general industrial 
- commercial interests of New Eng- 
and.” 

The returned goods question (that 
perennial problem of the trade) was 
discussed at length from many angles, 
practically everyone present taking 
part in the discussion. It was the 
general opinion of all that the evil has 
been increasing of late, and that dras- 
tie action should be taken to discour- 
age it. The matter was referred to a 
special committee, eonsisting of Messrs. 
A. H. Rich, R. E. Ambrose and C. A. 
Goodnow. 

The following officers were elected: 





M. P. Gaddis, of Hutchinson-Winch, 
Boston, president; A. H. Rich, of A. P. 
Tapley & Co., Boston, vice-president; 
Thomas F. Anderson of Boston, secre- 
tary-treasurer; Stanley M. Lane and 
R. E. Ambrose of Boston; Byron S. 
Watson of Providence, R. i; E. Wal- 
ter Smith of Worcester, Mass.; George 
L. Dunham of Brattleboro, Vt., execu- 
tive commtitee. 


Miles L. Bleecker Touring 
Style Centers of Europe 


NEw YORK.— 
Miles L, Bleecker, 
president of the 
Bleecker Shoe Co., 
is in Europe study- 
ing style trends 
and making con- 
nections with 
sources from which 
he expects to get 
style information 
in the future. He 
sailed on the Ma- 
jestic, Jan. 28, ac- 
companied by Mrs. 
Bleecker, His first 
stop was Paris. Before hig return he 
expects to visit Italy, Germany and 
Czechoslovakia. In the latter country 
he plans to make heavy purehases of 
the flapper sandal type of footwear, 
which he feels will be a ready seller 


this summer. 


M. L. Bleecker 


Charles S. Faxon Retires 


CINCINNATI—Charles S. Faxon, who 
has been an executive in the Cahill 
Shoe Co,, Cincinnati, has disposed of 
his holdings in the company, and is re- 


tiring March 1. Mr. Faxon acquired 
an interest in the company in . 1913, 
Under his direction the business with 
the retail shoe trade has doubled sev- 
eral times over. He is not ready at 
this time to announce his plans for the 
future, but is taking a trip fér a few 
weeks on the Pacific Coast. It is not 
likely, after his long and successful 
career in the shoe game, that he will 
drift into other lines. 





O’Brien Leaves U. S. Shoe; 
Cahill Given Promotion 


CINCINNATI—In announcing the res- 
ignation of Frank X. O’Brien as vice- 
resident of The United States Shoe 
ompany, John G. Holters, the presi- 
dent of the company, stated that 
Frank R. Cahill, who has been man- 
ager of the Imperial Shoe Company, a 
branch of The United States Shoe 
Company, has been made general man- 
ager of the McKay units of The 
nited States Shoe Company, which 
consist of the well-known Holters line 
and the Imperial line. 

At a dinner given by President Hol- 
ters at his home in honor of Mr. 
O’Brien and Marcus §S. Rice, the latter 
having recently resigned to accept an 
executive position with The May Com- 
pany department stores, both of these 
gentlemen were made the recipients of 
handsome gifts given by their former 
associates. In presenting the gifts 
Mr. Holters expressed his keen regret 
at having to part with two such able 
executives after so many years of 
pleasant association, and wished them 
every success in their new undertak- 
ings. 


Paul Heenan Is Dead 


Syracuse, N. Y.—Paul L. Heenan, 
manager of the Syracuse branch of the 
United States Rubber Co., was recently 
instantly killed during a trip over his 
territory when his automobile skidded 
on a slippery road, crashed through a 
fence and rolled down an embankment. 
He had been manager at Syracuse since 
Aug. 21, 1925. Mr. Heenan was born 
at Jackson, Mich., on March 25, 1888. 
For several years he was a salesman 
and partner of W. H. Heenan at Jack- 
son, and for a year each was salesman 
for Thayer-McNeil, Detroit, and at the 
Queen Quality Boot Shop, Detroit.. He 
entered the employ of the Detroit 
branch of the United States Ruhber 
Co. as footwear salesman May 23, 
1921; in 1924 he was manager at De- 
troit, and made so fine a record that 
two years later he was promoted to the 
position he occupied at the time of his 
death. Mr. Heenan was unmarried. 
He leaves a mother, Mrs. Emma Hee- 
nan, of Jackson, Mich., beneficiary of 
his policy under the United States 
Rubber Co.’s group insurance plan. 
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BLACK GLACE KID 
Is Always Fashionable 





HE persistent popularity of black 
i. kid shoes needs no explaining to 


~~ shoe men who serve true gentlewomen. 


7, extreme -refinement—the quiet 

elegance which the finest black kid af- 
fords in smartly designed footwear, 
naturally accounts for the constant 
vogue for BLACK GLACE KID. 








such shoes. 
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BEAUTY IN THE 
SHOE 
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THE MARK OF GOOD SHOES 


1746 Daisy 


Pastel Parchment Kid Tie, Cube Trimmed, 
19/8 Spike Heel, Letty Last. AA 4-8, A 3-8, 
B 3-8, O 2%-8. 
Price, $5.35 
In Stock Feb. 10 to 20 


1747—Same in Patent Leather, Gingham 
Trimmed. 
Price, $4.85 


In Stock Feb. 10 to 20 


1779 Valencia 


Pastel Parchment Kid Two-Button Pump, Brown 
and Pastel Valencia ewe 19/8 Spike Heel, 
Letty Last. AA 4-8 A 3%-8, B 3-8, C 2%-8. 


Price, $5.35 
In Stock Feb. 10 to 20 


1780—Same in Grey Kid with Blue and Grey 
Valencia Trimming. 


Price, $5.35 
In Stock Feb. 10 to 20 


Spring Will Soon Be 


| Here ~ ~ > » But Central's 


Spring Line Is Here 
Right Now 


The happy days of Spring are just around the corner. 
Every shoe merchant’ knows that the six weeks before 
Easter are the big buying weeks. The weeks when the 
eternal feminine desire for beautiful shoes asserts 
itself. 


Be prepared to get all-of your share of this big busi- 
ness. ~ Cenfral’s new..spring line of women’s novelty 
footwear is more beautiful and colorful this year than 
ever before. The line is complete i in every respect. It 
is not only right up to the minute, but even ahead of 
the times. 


On this page are two patterns that will give you an 
idea of the beauty of the Central line. We are taking 
orders now for February delivery. These numbers 
will go fast, so send in your order today to insure 
delivery. 


‘Here’s a Plan That Will Make 
Money for You Just as It 
Has for Others 


There has never been a case of failure of any merchant 
who concentrated on the Central line. The wonderful 
Central Shoe Company Concentration Plan has pro- 
duced amazing results. Merchants who are using this 
plan of shoe buying are unanimous in their praise. 


What this great Plan has done for others it would do 
for you too. Send for our new free book “Concentra- 
tion and Its Results” and see for yourself how this 
always-successful Plan works. 





oo a 
Ask the Central Salesman About 
Central’s Great “Robin. Hood” Shows 

++: 


CENTRAL SHOE Co. 


Manufacturers 


ST. LOUIS U. S. A. 





% 
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You Can’t Afford to Miss 
Any Opportunity for Profit! 





The BETE Tree 
Ventilated 











Are you making a real effort to sell shoe 
trees—are you suggesting their value to 
every customer? 


In your window they add a quality touch 


to your store. 


Instruct your salesmen to show a pair to 
every customer. 


Our new catalog has just been mailed. 
Did you receive your copy ? 





SHOE TREE DIVISION 


O. A. MILLER TREEING MACHINE CO. 
BROCKTON, MASS. 
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White Shoes 


Long experience and a proven reputa- 
tion for good values—these are the 
reasons for our commanding position in 
the field of white footwear. 

That you may render the best possible 
service to your trade, we urge your co- 
operation in placing early orders for 
your white shoe requirements. 


The style illustrated above is No. 2043—The “Yola B” 
Model in white canvas. 


Dingley Foss Shoe Company 
Auburn Boston Office 
Maine 54 Lincoln Street 


Manufacturers to the Wholesale Trade 
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You can always depend on the 
quality of Greeley Boudoirs. They 
are everyday slippers for household 
wear and have leather or rubber heels 
as you prefer. Black or colored kid 
in stock for prompt delivery. If your 

jobber cannot supply you 





é ; —write us. 

+ é A. W. GREELEY 
; Manufacturer 

FJair~Sex Shoes Haverhill Mass. 


H. ERE are shoes you Priced Under the Market 


instinctively take at a 
their face value. WOMEN’S COMFORT 
Get a Fair Sex TURNS 


model in your hand : GENUINE BLACK KID. 
SOLID LEATHER, RUB- 


—feel its substance BER HEEL. 3 TO §, 


—examine its work- 1 STRAP—$1.20 
OxFORD—#$1.75. 


manship—and you Plain Toe or Tip, Less Than 36 Pair—i5c. Extra. 


can’t fail to realize PS gr op: Geagae 
Philadelphia Shoe and Leather Co. 


that here is a real 1839 Wylie St. Philadelphia 
shoe. You natu- 
rally expect it to fit 
—for Fair Sex gives 
more thought to fit in enamine 
than most manu- i| BOX TOES 

facturers give to | 618 BLACK KID 


style. Child’s 6 to 11 


*Feet-ure Fit” No. 608 
We offer for im- : PINK SATIN 


mediate delivery, 4 { ° 

fine fitting Pumps ae “ae =? 
of German Silver hh Z Ohild’s 6 to 11 
Kid and of White is ae fa 

Satin. 























t ) C) r) 1 fi 
S SHOE MZ? Ss. Ce 
> No. 6&:Street Philadelphia, Pa. 





TEITZEL MADE 


Military and Riding Boots— 
Fair Sex Shoes Are 
Bought with Confidence Sam Browne Belts—Puttees. 


Sold with Profit Made to measure or from stock 


® Send for Catalogue and Prices 


FJair-Sex fw Shoe Co. wi 


LYNN. = = MASS. TEITZEL-JONES-DEHNER 


Suessssssssssssssssesees | vores 
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Here’s The Best Way 
To Get Action Now! 


Of course you'll sell shoes at Easter—plenty of 
them. But what about right now? Sales need 






The Muriel Tie 
Parchment Kid, with 






Harmonizing Trim. ; more stimulation than the old stock at cut prices 
Patent Leather with will stir up. 

Contrasting Trim. ‘ : 
20/8 Square Spike and But snappy new numbers like these will put new 






14/8 Square Cuban Heels 





life into the.old business. You'll forget all about 














A-B-0 

enn the limitations the calendar is trying to saddle on 

| The Sunny Sandal you. Yes, they’re ready to ship upon receipt of 
Parchment Kid, with order. Action! 






Harmonizing Trim. 

Patent Leather with 
Contrasting Trim. right now business, 

AR Potent Leather. Geo. M. Rosen, Gen’l Mgr. 


20/8 Square Spike and 
14/8 Square Cuban Heels 


A-B-O 
$4.60 






Yours for more 





















No orders for less than 12 pairs 









MERCHANTS SHOE CO., 57 Lincoln St., Boston, Mass. 
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a’ Boston Oftice: |OMigh Street , 


lactory ard Executive Offices 
a ABINGTON, MASS. L] 
| §__ 


C-H-ALDEN COMPANY 4 
Designers ad 1 Makers of; Mens Fine Shoes 


Y 





Mi 
Ja ey . 








CORRECT AS A MEDIUM WEIGHT . 
SPRING OXFORD 























Tom 
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Ir is the business of the Dunbar 
Pattern Company to create. And 
it is the pride of the Dunbar or- 
ganization that its creations are a 
most powerful style influence. 








In the making of Dunbar Patterns 
the work of the artist, the creator, 
is ably supported by the most pre- 
cise craftsmanship known to pat- 
tern making. 


Result: the most extensively used 
pattern service in the world. 





THE DUNBAR PATTERN CO. 


Brockton Brooklyn 
" Chicago Toronto 
Cincinnati Milwaukee Montreal 
Paris, France 
Exclusive designs are safe when locked in the 


Dunbar Treasure Chest 





— Ss 


DUNBAR PATTERN COM PANY 


COPYRIGHT 1927 DUNBAR PATTERN COMPANY BROCKTON, MASS. 
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WHERE TO BUY 
Men’s Shoes 





HENRY LILLY CO. } 
88-90 Reade St. New York 
AUCTION TRADE SALES 
f 


o 
SHOES and RUBBERS 
Every Wednesday and Friday 


ZEB 


().. A. PACKARD DCO., Makers 




















NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
H. W. COOK, President 
N. ¥., U, S A. 

MEN’S FINE SHOES EXCLUSIVELY 















































Men’s “Club” Shoe Store 
Opens in Wichita, Kan. 


WicuiTa, Kan. (UTPS)—An inno- 
vation for Wichita is represented in the 
shoe store being opened here by the 
Jones-O’Neal Shoe Company in connec- 
tion with its present establishment at 
126 East Douglas Avenue. The firm 
has for some time occupied space, 
fronting on Douglas Avenue, in the 
Bitting building and the new store will 
be in the same building, although it 
will face the Market Street side. The 
_two roonmis. will be connected in the rear. 

The new store-will be exclusively for 
men and.the club idea will be developed. 
Decorations and fixtures will harmonize 
with those in the present store, but the 
new shop will be made as masculine as 
possible, according to Ned. S. O’Neal, 
manager, who originated the innova- 
‘tion. The Douglas Avenue store will be 
devgted to. women’s footwear. The com- 
-pany will spend ‘approximately $6,000 
m redecorating it. and in equipping the 
r new -store. 

“AMofiicers-and discsters of the Jones- 

O’Neat-Shoe Company were re-elected 
.at_a meeting held here recently. They 
“are; - Jerome ‘Jones, Hutchinson, Kan., 
| President; * George--S. Jones, Hutchin- 
 SOn, vice-president; Ned. S. O’Neal, 
Wichita, secretary-treasurer; Donald 
F.-Innis~ of Hutchinson and John W. 
Boerger of Topeka, Kan., directors. In 
addition to the. Wichita stores, the firm 
operates one at Hutchinson and one at 
Topeka. 


Collar Reelected 


MILWAUKEE, Wis.—Charles E. Col- 
lar, manager of the shoe department at 
Gimbel Bros. department store here, 
was unanimously reelected president of 
the Milwaukee Shoe Retailers’ Asso- 
ciation at the annual election of officers 
on Feb. 3. William Wuerl was reelected 
secretary and Ray Ripple reelected 
treasurer. The new officer for the en- 
suing year is Henry Lemay, who was 
elected vice-president to succeed John 
Geisinger. Directors elected for three 

years were Frank Kuczynski, Ed 
Schneider and August Kuphal. All 
elections were unanimous. 

Plans are inthe making for a smoker 
and the installation of officers at the 
meeting on March 4, and they were dis- 
cussed at the last meeting. The attend- 
ance prize was won by H. A. Foote 
of the T. A. Chapman Co. 


Pennington Moves 


Detroit —F. I. Pennington, formerly 
manager of the Bostonian Shoe Store 
at 124 Michigan Avenue, has left for 
Chicago, where he will manage the 


H. A. Meyer Shoe Co. stores. L. R. 
James, who has been his assistant for 
some years, has been selected to man- 
age the Bostonian stores in Detroit. 


Shields er Quits 


RocHester, N. Y. (UTPS)—Shields 
Boot Shop, formerly at 9 East Avenue, 
has filed a certificate of dissolution 


with the secretary of state at Albany. 








‘Walk-Over Costume Party 


MILWAUKEE, WIs.—A delightful cos- 
tume party was held by the personne] 
of the Walk-Over organization at Mil- 
waukee Saturday evening, Feb. 5, at 
the Blatz Hotel here. These parties 
are given occasionally by the sales- 
people at the Walk-Over store, but 
this was the first costume affair ever 
held. There were about fifty people 
at the event. Entertainment included 
a stunt from each one present. Danc- 
ing ensued throughout the evening, 
and a luncheon was served. 


I. Miller Agency Opens 
Store in Kansas City 


Kansas City (UTPS)—The twen- 
tieth of the I. Miller & Son agencies 
operated by Tanman, Inc., was opened 
in this city on Feb. 4, at 1014 Walnut 
Street. rank Tannenbaum, of Tan- 
man, Inc., officiated at the opening 
here. 

The new store, which is said to be 
the most artistic of the chain, is fin- 
ished inside in American walnut com- 
bined with shadow boxes illuminated 
with flood lights. The front is in bronze 
and the front half of the flooring is of 
Italian marble. The rear of the floor- 
ing is in blue and taupe checked carpet. 

The store also will handle hosiery and 
will make a specialty of made to order 
— to match costumes in style and 
color. 


Install New Windows 


PITTSBURGH, Pa. (UTPS)—Holbrook 
& Petty, proprietors of the Stetson 
Shop in the Jenkins’ Arcade, have just 
— the redecorating and re- 
finishing of their two large display 
windows which face on the promenade 


_of the Arcade. 


The new appearance of the windows 
gives a striking and distinguished 
effect, attracting considerable notice. 

Some rare bargains were offered 
customers in a short sale in progress 
during the renovation. 


Ground Gripper Expands 


INDIANAPOLIS, IND.—The Ground 
Gripper shop have increased their 
facilities for handling the marked in- 
crease in business. A new balcony on 
the one side of the store gives the com- 
pany more seating capacity, and en- 
ables it to carry 40 per cent more stock 
than was previously carried. Some new 
numbers will be added, said George N. 
Moffitt, manager. 


Hudson Buys Newcomb 


Detroit —One of the biggest deals 
in retail business purchases has re- 
cently been consummated by the J. L. 
Hudson Co. in its purchase of New- 
comb-Endicott Co., in the same block. 
It is the intention of the Hudson com- 
pany to eventually rebuild on the pur- 
chased site, which will give them prac- 
tically an entire block of stores. 
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Fayette Shop Discontinues. 


BaLTimMorE (UTPS)—The Fayette 
Boot Shop, 305 West Fayette Street, 
conducted by John J. Lewis, will be 
discontinued. Mr. Lewis, owner of the 
store has been long identified with the 
shoe business, having been manager for 
27 years of the Boston Shoe Stores, 
prior to his decision to enter business 
for himself. The Fayette Boot Shop, 
which has been an exclusive shoe shop 
carried complete lines of men’s, wo- 
men’s and children’s shoes, including 
nationally known brands. 





N. Y. Protective Ass’n 
Dinner Set for March 13 


NEw YorkK—The twenty-first annual 
banquet of the Retail Shoe Dealers’ 
Protective Association of New York 
will be held on Sunday evening, March 
13, at the Hotel Astor. 

In announcing the date for the af- 
fair, J. M. Robinson, president of the 
association, said: 

“The purpose of our annual affair is 
for a happy get-to-gether of the re- 
tailer, jobber and manufacturer. This 
year, above all years, we are going to 
have the greatest surprise that we have 
ever had at any of our previous ban- 
quets, which will be both instructive 
and educational for us all.” 





Getting College Trade 


DENVER (UTPS)—tThe idea of The 
May Co. in naming the various models 
of oxfords comprising their “Miss 
Sorority” line after Colorado educa- 
tional institutions is greatly enhancing 
the oes of this shoe among co- 
eds. e models are referred to by the 
nicknames by which the different col- 
leges are known and are priced at $8.50. 
They are “The Aggies,” “The D. U.,” 
“The Boulder,” and “The C. C.” 





Seeling Opens New Store 


Kansas City, Mo. (UTPS).—The 
Rack Shoe Store is the name of the new 
store opened by W. E. Seeling, for- 
merly manager of ‘the G. R. Kinney 
Shoe Store at 814 Delaware Avenue. 
The new store is located at 916 Main 
Street and will replace one operated by 
Mr. Seeling at 814 Delaware Avenue. 
A. N. Shirley, formerly manager of 
the men’s department of the Kinney 
company, will manage the new store. 





Thompson in Orlando 


ORLANDO, F'LA.—C. B. Thompson has 
recently opened the Economy Shoe 
Store at 219 South Orange Street. 
This store is in addition to his original 
store on West Church Street, and car- 
ries, as the name implies, just the pop- 
ular priced shoes. A line of hosiery 
will be added in the near future. 





_ New Shoe Stores 


Persons Co., Ocala, Fla., men’s and 
— shoe dept. 

. W. Miller, 68 Main St., Ansonia, 

Conn., shoe dept. 








Spring Shoe Styles 
Lead in Cincinnati 
CINCINNATI—The spring styles are 
being displayed in quantity in all shoe 
departments and business is reported as 
being very satisfying during the past 
few days. One of the shops advises 
that practically all sales recently have 
been on spring shoes. Patent, however, 
still continues to lead and a most at- 
tractive pump is shown in this leather, 
with inserted sections of novelty gold 
leather with a fluted spike heel. Also 
a patent rrp underlaid at quarter 
with mottled calf and overlaid at vamp. 
Both are popular. The blond kids are 
selling well, even those combined with 
ivory, which were expected to be par- 
ticularly good later in the season. 
Parchment kid is as good as had been 
anticipated. A pastel parchment tie, 
beautifully blended with foulard calf 
on heel and tie, in contrasting colors, 
spike heel and pronounced French toe, 
is given as a best seller in one of our 
shops. An unlooked for call for grays 
is announced by some merchants, who 
as hastening to supply a lack in this 
color. 
Popular priced stores report an un- 
usually good business for the past week. 





Leland Back in Business 


RICHMOND, Va. (UTPS)—J. G. Le- 
land is back in the shoe business in 
Richmond. He has returned to the line 
in which he made a distinct success 
before retiring, temporarily, some seven 
years ago. Mr. Leland is not merely 
the proprietor of a shoe store, a shoe- 
making and repairing plant, but he is 
first and last by long training and ex- 
perience a designer of shoes and a 
manufacturer of shoes built to give re- 
lief to crippled or deformed feet. 

In connection with his business at 
321-8 North Fifth Street, Mr. Leland 
operates a completely equipped shop 
for repairing shoes on short notice, 
employing workmen who are past 
masters in shoe construction. 

Adjoining the repair and manufac- 
turing department, Mr. Leland carries 
a large stock of shoe findings and sup- 
plies for shoe repair men in Richmond 
and the Richmond area. 





Oriole Store Reopens 


BALTIMORE (UTPS)—The shoe de- 
partment of the Oriole Department 
Store, Baltimore & Poppleton Streets, 
was destroyed in the recent fire which 
gutted the establishment causing dam- 
age estimated at about $250,000. The 
firm will reopen for business at 907-11 
West Baltimore Street until their Bal- 
timore & Poppleton streets store is 
rebuilt. The firm occupied the West 
Baltimore Street location for a number 
of years. About three years ago, they 
moved into the four-story building 
which was destroyed by fire. 





New Arch-Aid in Detroit 


Detroir—An Arch-Aid Boot Shop 
has been opened at 1253 Griswold 
Street for the sale of corrective foot- 





WHERE TO BUY 
Men's Shoes 








STOCK DEPT. 5 


SNAPPY SNAPPY 
ACTION! STYLES! 
“They've Cot to Be Stetson 
to Be Snappy” 
THE STETSON SHOE CO., Inc. 
South Weymouth, Mass. 














wear. 









HAND TAILORED ' 
HAND LASTED 


BIon F-REYNOLDs Cou, 
BROCKTON, MASS. . 


78 8 ee 


WHERE TO BUY 
Children’s Shoes 
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oe EL AM bP 
Flexible Turn Shoes 
For the Jobbing Trade Exclusively 


F. S. ELAM SHOE Co. 
ROCHESTER, N. Y. 
Boston Office, 183 Essex Street 














WHERE TO BUY 
Standard Shoe Materials 

















est Virginia 


The high reputation of its users 
is significant of its merit. 
Pulp Product Department 
West Virginia Pulp & Paper Company 
Detroit New York Chicago 








So One 
occas 
wather That 
Takes and 
tains « 


CREBSE & COOK CO. 
Tanneries at Daaversport, 95 South St., Boston. Mase. 
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WHERE TO BUY 
Men’s &@ Women’s 
Slippers 


li ee 


“Of the Better Grade 
For the Better Tradey 





tum; rubber heel; 
rights and lefts: 8 to 8. 
WM. SUMNER SMITH 


825 Monree Street Chicago, ill. 








Novelty Slipper Co. 
Mokers of 


Beudoir Slippers ef the 
Better Kind 


121-181 West 19th Street 
New York City 


ig 2A 1p 








REGISTERED 


The Quality 
Pullman Slipper 
RED BLACK TAN 


Swan Shoe Co., Baltimore, Md. 














PARISTYLE FOOTWEAR MFG. CO., INC 
Washin Brechin, » ¥ 
New York Ofte Rose Iie. 3 Newey 
HIGH GRADE TURN MULES and D’ORSAYS 
Satins, Kids, Brocades and Fancy Patterns. 


? $27.00 per doz. and Up. a 


Men's All Leather House Slippers 


IN STOCK 
Romeos — Operas 








Bend for Samples 
ROTH & ROSENBERG SHOE CO. 
124 N. 3rd St., Philadelphia 


WHERE TO BUY 


Miscellaneous 














ATLANTIC PRINTING CO. 
SEAVER-HOWLAND PRESS 


Produeers of Distinctive Shoe 
Catalogues and Shoe Booklets 


470 Atlantic Avenue Boston, Mass. 
Telephone LIBerty. 8673 




















Style Problems Discussed 
at Los Angeles Meeting 


Los ANGELES—Los Angeles Shoe Re- 
tailers’ Association held a special lunch- 
eon meeting on Feb. 7, for the purpose 
of hearing a report from Frank Rittig- 
stein, manager of the California Shoe 
Retailers’ Association, who had just re- 
turned from the Texas convention. 
Many things of interest to the Cali- 
fornia association were discussed and 
the matter of dates for the next con- 
vention debated. 

Edward Perlberg, president of the 
Greater New York Shoe Dealers’ As- 
sociation was present and addressed the 
meeting, announcing his intention of 
spending the greater portion of his 
future time in California. 

Leading stylists present, being inter- 
viewed, expressed the opinion that black 
patents would be best sellers for an- 
other thirty days, to be followed by 
light shades. A surprising tendency 
toward grays was reported by several 
merchants. Numerous consumer de- 
mands have caused buyers to wonder if 
grays are not going to figure exten- 
sively in the spring business. 

Parchment shades, water lily and 
other delicate colors are predicted as 
leaders when spring really opens up. 
Rose blush and colors of warmer tints 
seem to be making decided advances in 
popularity, but the blacks are still pre- 
dominating. 


Pirate Boots 


Detroit.—At Lubin’s, Inc., Washing- 
ton Boulevard, a catchy method of at- 
tracting attention to women’s boots 
was noted. A Spanish ship model was 
used with a card bearing a skull and 
crossbones, while the inscription was 
brief, reading “Pirate Boots, $20.” The 
boot was of patent leather with tops 
of gray kid. 


L. Lyons Sells Store 
in Tulsa, Oklahoma 


TuLsA, OKLA.—L. Lyons, proprietor 
of Lyons’ Shoe Store, has sold his 
business, including stock and fixtures, 
and has left the retail shoe business 
in which he has been engaged for the 
last 18 years. The new owner of the 
business is Fred Esslinger, formerly 
manager of the store, who has been 
associated with Mr. Lyons for thirteen 
years. 

Mr. Lyons has accepted the presi- 
dency of the Fidelity Investment Com- 
pany of Tulsa, handling investments, 
insurance, real estate, securities and 
loans—a position for which his many 
years of practical business experience 
make him eminently suitable. 

Mr. Lyons has been noted as one of 
the most successful retail shoe mer- 
chants of the country, has always been 
active in association work and has 
many times held responsible positions 
in both local and state merchant or- 
ganizations. . 











K. & S. Shoe Co. Expands 


BALTIMORE (UTPS)—Increased busi- 
ness and plans for expansion has 
prompted the K. & S. Shoe Company, 
manufacturers of women’s shoes, to 
take over larger floor space area, which 
it has secured at 118 North Eutaw 
Street. The company was formerly lo- 
cated at 4 North Eden Street. The new 
quarters will facilitate the business of 
the company considerably. 


The Vintage of 188 


e 
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This pair of shoes was worn, when 
an infant, by Mrs. M. H. Wilbourne of 
Marion, Ala., wife of the head of the 
firm of Wilbourne Bros., retail shoe 
merchants. They were made by the 
Brown Shoe Co., whose shoes have been 
carried as the major line of Wilbourne 
Bros, for more than thirty years. 


Cantilever Denver Shop 
in New Location 


DENVER (UTPS)—The Cantilever 
Shoe Store, formerly on the second floor 
of the Foster Bldg., has moved into a 
downstairs location at 1610 Champa 
Street. The value of this location may 
be gleaned from the fact that.a recent 
count established Sixteenth Street at 
Champa, from which the new store is 
but a few doors removed, as the busiest 
corner in Denver. The store is attrac- 
tively outfitted and has splendid win- 
dows. 

The removal was celebrated by the 
institution of the semi-annual clearance 
sale, which proved an interesting suc- 
cess, many new friends being made for 
this famous brand. 


Buckley’s Open Store 


JACKSON, Muiss.—Buckley’s Shoe 
Store, Inc., has recently opened a shoe 
department in the Mark Style Shop, 
4i1 East Capital Street, where women’s 
high-grade footwear will be handled 
exclusively. W. Z. Lee and Walter 
Denny will have charge of the depart- 
ment. Mr. Lee formerly traveled for a 
Lewiston, Maine, shoe manufacturer, 
and has had about 15 years’ retail ex- 
eR Mr. Denny, formerly with 

. E. Kennington & Co., a thoroughly 
experienced man, will assist Mr, Lee. 
Mr. Denny comes from the Mississippi 
Coast and is widely known throughout 
the state. 
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Knox Joins Bates 


SPRINGFIELD, Mass.—Ralph W. Knox 
has joined the J. D. Bates Advertising 
Agency of this city. This move adds a 
man with a background in sales and 
advertising obtained through years of 
practical experience with national ad- 
vertisers of prominence. It enables 
Mr. Bates to better serve New Eng- 
land manufacturers, in which business 
he has been engaged for the past 
twenty-five years. 


J. P. Reed Sales Manager 
of Central Shoe Company 


ae, St. Louis— 

a John P. Reed has 
recently been 
made sales mana- 
ger of the Cen- 
tral Shoe Com- 
pany. He has 
been associated 
with the company 
for the last twen- 
ty years in vari- 
ous executive po- 
sitions, and as- 
sumes the duties 
of sales manager 





J. P. Reed 
with a wide knowledge, not only of the 
affairs of the company but after having 
had intimate contact with their thou- 
sands of customers. 





Second Manufacturers’ 
Night, March 7 


Boston—The Boston Retail Shoe 
Salesmen’s Association will hold its 
second “Shoe Manufacturers’ Night” on 
March 7. Invitations are being sent to 
tanners, shoe manufacturers, shoe 
wholesalers and shoe travelers in this 
section, and plans that are in the mak- 
ing look as inteersting as the last 
“Kids’ Shoe Party” of 1926, when re- 
tail shoe salesmen and “their elders,” 
the shoe manufacturers and leather 
men, met at their first “Round Table.” 
So successful was the first event that 
it was voted by the retail shoe sales- 
men to make it an annual affair. The 
speaker of the evening on March 7 will 
be Dr. Joseph Lelyveld, director of the 
National Association of Foot Hygiene, 
who will give an illustrated talk on 
“Why the World Is Walking Better.” 





Denver Store Moves 


DeNnveR (UTPS)—The America Shoe 
Store has opened up at its new location 
at 815 Fifteenth Street, one of Denver’s 
best shopping streets. The opening was 
celebrated by the giving away of gifts 
with purchases, the sale of every pair 
of lady’s. shoes being accompanied by a 
box of well-known chocolates, the men 
receiving a choice pair of fine hose with 
their shoes. The America will purvey 
a — priced shoe to the family 
trade. 





White Glazed Kid to Be 
Nationally Advertised 


Complete plans for extensive na- 
tional advertising on white kid foot- 
wear, have just been made public by the 
Amalgamated Leather Companies, Inc. 
Officials of this company have kept 
careful fingers on the pulse of white 
kid demand ever since its birth, which 
was approximately twelve years ago. 
They have been steadily encouraged by 
the fact that early infantile “fluttery” 
symptoms have steadily decreased and 
that its resistance to seasonal and off- 
color weather depression has become 
constantly greater. 

Modern latitude in the arrangement 
of the feminine costume ensemble 
which permits and even makes neces- 
sary more frequent and liberal use of 
the white shoe has crystallized the de- 
cision to begin national advertising of 
white kid at this time. 

The Amalgamated Leather Com- 
panies, Inc., plan to conduct the cam- 
paign and to merchandise it in such a 
manner that every manufacturer and 
retailer will benefit financially from the 
increased public interest in white kid 
shoes that will be felt during this com- 
ing season. 


M. Samuels & Co. Expand 


BALTIMORE—M. Samuels & Company, 
719-725 West Lombard Street, home of 
the Newark Shoes and operators of the 
chain of Newark Shoe Stores, plan to 
enlarge their facilities for the handling 
of its product by taking over part of 
the building at 725 West Pratt Street, 
which adjoins the rear of the main 
building of the company. 

This additional floor area will afford 
the company an opportunity of con- 
tinuing their program of manufactur- 
ing all of their own shoes. For some 
time the company had contracted for 
its shoes, but within the past few years 
it has manufactured some of its own 
shees. Within the past year alone, the 
company established two plans for 
manufacturing purposes of its own. 
The larger portion of its shoes are now 
being manufactured in its own plants. 





Newcomb on Honeymoon 


RocHEsTER, N. Y. (UTPS).—Thomas 
W. Newcomb, aged president of the 
Newcomb & Anderson Shoe Co. of this 
city, is on his way South on a honey- 
moon trip following his secret mar- 
riage last Friday to Minnie M. Hanf, 
a forelady in his factory. Mr. New- 
comb is said to be eighty years old, 
while his bride gave her age as thirty- 
three. The newlyweds expect to spend 
their honeymoon at Mr. Newcomb’s 
estate at Miami, Fla. 

The marriage, which was Mr. New- 
comb’s third, was performed quietly by 
a justice of the peace at Penfield, a 
suburb of Rochester. The couple were 
given a spirited sendoff Monday by 
employees of the shoe factory when 
they boarded the train for the South. 
Charles W. Anderson, treasurer of the 
shoe company, was host to the bridal 
pair from Friday until their departure 
Monday night. 
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WHERE TO BUY 


Women’s Novelties 









Spring Styles in 
Stock to sell for $3, 
$4 and $5. Samples 
sent at our expense. 
Write now. 


Samuel Cohen Shee Co. 
72-62 Lincoln St. 











Latest Styles at 
Popular Prices 
in Stock . 

ST.~NEW YORK 

















WHERE TO BUY 
Ballet Slippers 


me 








Im Stock Black Bal- 
let Slippers 
Ladies’ 1.25 pr. 
Misses’ $1.20 pr. 
Ohilds’ $1.15 pr. 


BLOG SHOE CO., INO. 
147 Duane 8t., 


New York, N. Y. 











LYONS AND COMPANY 
Hand Turn BALLETS 


b 5 Miss’. Ohd’s. 
50 $1.45 $1.40 
Also Hard Toes 
IN STOCK 
Bend for Samples 
128 Duane St. 
Mew York. N. Y. 


iw ALLETS 
and Tern, Viel Kid 
Improved In Steck 
Seft Tee: Chiid’s $1.15; 
Misses’ $1.20; Women’s 
1.25. Ward Tee: Child's 
3 isses’ =: $2.38; 

























BALLET SLIPPERS—IN STOCK 
of the unusual d 


Bi02 Bik. Glazed Kid, Soft Tee 


id's 6 tinO1-98 

isses’ 11% te 2— 1. 

emen's te B— 1.45 
Alse Hard Teese 


SCHWARTZ HERDER, Inc. 
ts in Ballet Manufacture 
241 No. 11th Street - Philadelphia, 





Pa. 








HAND TURNED, BLACK KID 
BALLET SLIPPERS 
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WHERE TO .BUY 


Shoe Ornaments 





ZER BROTHER 
Newest Importations 
Cut Steel and Rhinestone 


SHOE ORN, 
Studded Heels 
6°8W.32ndSt.New 
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WHERE TO BUY 


Store Fixtures 
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Gooduin does 


GOODWINDOWS 


IWIN & COMPANY 
ER, MA 


WHERE TO BUY 


Heel Protectors 











A PROFIT MAKER 
to retail at 


PRICE $7 DO 
162 Union St. 
MEMPHIS, TENN. 
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Sandals Look Good to Indiana 


[CONTINUED FROM PAGE 51] 


salesman’s contacts with many mer- 
chants qualifies him to be of great 
service to the merchant, said James. 
Regarding the shoe situation, he de- 
clared there would be no change in 
prices unless they were upward. The 
condition of the tanner has been 
such that he must of necessity make 
a profit, something which has not 
been done during the past five or 
six years. At present, James stated, 
his company is paying more for sole 
and upper leather than they had 
been at any time during the past 
two years. How much of the in- 
crease can be absorbed is a matter 
of conjecture. He said they hope 
no increases will be necessary. 

“The past two years,” he said, 
“were the most properous in the his- 
tory of the country, and great execu- 
tives of the nation predict a pros- 
perous year for 1927.” He pointed 
out conditions that exist today which 
unquestionably will make for a suc- 
cessful year. He said that if, in the 
judgment of heads of great busi- 
nesses, there appeared no cloud of 
depression on the horizon, why 
should a retail merchant fear the 
future? 

Homer Beals, vice-president of 
the N. S. T. A., in a short address 
lauded the work the association is 
doing. 

E. O. Ray of the Shoe Retailer 
made an inspirational address, urg- 
ing retail shoe merchants to give 
greater thought to their business. 


George E. Gayou of the BooT AND 
SHOE RECORDER delivered a message, 
“Make a Profit,” in which he pointed 
out the necessity of marking shoes 
sufficiently to receive a fair return 
on the service the merchant ren- 
dered. He touched lightly on the 
style element and how women today 
concentrated their fashion taste on 
footwear when formerly the hat was 
paramount in this regard. 

W. B. Brown of Maxwell-Brown 
Shoe Co. of Sullivan, Ind., made the 
principal talk at the Wednesday ses- 
sion of the meeting. 


A Ladder for Hosiery 





N the hosiery case of the J. & 

J. Slater Fifth Avenue store in 
New York City is a ladder-like ar- 
rangement for the display of stock- 
ings. This fixture is about eighteen 
inches high and six inches wide, hav- 
ing four rungs over which the stock- 
ings may be hung. A card holdeer is 
provided for at the top of the ladder. 








Fred Small Becomes 
Head of Wise & Cooper 


BostoN—With a wealth of retail 
shoe experience to his credit, Fred W. 
Small has resigned his position as man- 
ager and buyer of the Gilchrist Com- 
pany’s shoe department and effective 
Feb. 19 becomes president of the Wise 
& Cooper Company, well known 
women’s novelty shoe manufacturers 
of Auburn, Me. In this new and im- 
portant connection Mr. Small will 
devote much of his time to styling and 
merchandising and as chief adviser to 
the company’s customers. Associated 
with Mr. Small in the conduct of the 
company will be Andrew P. Murphy, 
vice-president; Harold Cooper, treas- 
urer; Arthur L. Kinsley and Arthur H. 
Cooper, directors. 

Mr. Small became manager of the 
Gilchrist company’s department in 
1909, wid to which time he had been 
with Falvey Brothers, A. H. Howe & 
Sons, and with the Jordan-Marsh Com- 

any, as assistant buyer and manager. 
n addition to his other activities he 
has always found time to help in as- 


sociation work and for several years 
has been secretary-treasurer of the 
Massachusetts Retail Shoe Merchants 
Association. He was also treasurer 
of the Associated Shoe Company for 
several years. 


Mrs. Willman a Buyer 


ORLANDO, FLta.—Mrs. Eva Willman 
has recently taken the position of shoe 
buyer in Dickson, Ives Co., succeeding 

. G. Martin, who has returned to 
Springfield, Mass. Mrs. Willman orig- 
inally came here from Bridgeport, 
Conn., and was in the shoe department 
of the J. A. Ryan Co. for ten years. 


New Sterling Slipper Shops 


JACKSONVILLE, FLA—The Sterling 
Slipper Shop, Inc., is opening a new 
store at 218 Main Street in which they 
will carry women’s exclusive novelty 
shoes, retailing from $7.50 to $12.50. 
Adolph Selz is president and Adolph 
Guyer is vice-president of the new 
aoe which will be managed by M. 8. 

chas. 


To Open in Kansas City 


Kansas City, Mo. (UTPS) .—M. Sam- 
uels & Co. of Baltimore will open a 
branch in Kansas City soon in a room 
at 218 East Twelfth Street in the 
Empress Theater Building. The Kan- 
sas City branch is the latest addition 
to the chain of 600 stores of the com- 
pany. The lease is for a ten year 
period on the room, which is 14 by 
56 feet. 


Palmer Buys New Store 


RIcHMOND, Va. (UTPS)—L. T. 
Palmer now operates a chain of three 
shoe stores in Richmond, the number 
having been increased by the purchase 
of the store formerly operated at 317 
North Fifth Street by J. G. Leland. 

His others stores are located at 211 
Brookland Park Boulevard, North 
Richmond, and 510 North Twenty-fifth 


Street, Church Jill. 
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on every sole 





Style pictured here is No. 4146, 
one of 115 styles of Goodyear 
Welts and Stitchdowns, carried 
in stock for immediate 
shipment. 








Harry Fithian, for 23 years a skilled Kinder-Garten worker 
He is operating one of the Goodyear stitching machines 


It takes more than good leather and good design to make good 

shoes. Credit for the greater comfort, style and durability of 

Kinder-Garten Shoes is also due largely to the unusual care and 

skill gf the men and women who make them. Kinder-Garten 
Shoes are now nationally advertised. 


FARGO-HALLOWELL SHOE CO., 1701 N. Robey St., Chicago, Makers 
HAYNES HENSON SHOE CO,, KNOXVILLE, TENNESSEE 


Distributors of ““KINDER-GARTEN SHOES” for 
Tennessee, Kentucky, Georgia, Alabama, Virginia, W. Virginia, N. Carolina, S$. Carolina, Mississippi 
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The “Chic” 


A captivating shoe, more & 
to be appreciated when 
seen on the foot. 






























































One of the startling style hits of the 
ARTISTIC Spring Line. Ordered 
heavily by many prominent buyers who 
foresee in this pattern a shoe of hand- 
some profit building possibilities. Made 
on our popular square toe last in patent 
leather with “Brocada” trim. Also good 
in other combinations. 


[ Amerie Foreman Artistic Shoe Co. Inc. 


Line of $10 Retailers Factory & Showroom 


380 Throop Ave. Brooklyn, NY 


e 
New York Office, Marbridge Bldg., 34th St. & B’way, Room 540. }- 
J 
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GO L O introduces delightfully new DEAUVILLE SANDALS 
with beautiful Vienna-made HANDBAGS to match. Offered in eight different 
color combinations, in keeping with the present vogue. 


GOLO SLIPPER COMPANY 


Main Office ‘ B h 
Th he origi Deauville ranch Sales Office 
129 DUANE STREET ese are the original 1632 REPUBLIC B 


and only 
NEW YORK — Sandals CHICAGO, ILL. 
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STANDARD and PROFITABLE 
KNOWN and ESTEEMED 








IN STOCK 


Here are shown a few of many 
in stock styles now available 
and especially suited for your 
No. 7036 : 
Patent Leather turn— early Spring business. They Patent Leather one amp turn— 
% ‘Il, B, ©, D 
are turns patterned for appear- 
ance but carrying a sturdiness 
of construction that makes for 
wear and customer atisfac- 


tion. 


Back of them is the tradition 
of excellence that three gener- 
ations of children’s shoe man- 
ufacture associated with the 
Mrs. King name—a tradition 
that is fully maintained in 
these models — And — “in 
stock” means just that—24 


No. 6020 d - 
Tan Calf, Lace Oxtord— hour delivery. m~ASBL” 


11%-2 SS  Dudiec ct stovved $3.25 Patent, One Strap— 
poe oat 88, OC, D..scvcesee 2.70 9037--2%-6, A, 5. GO Bisse $3.75 


MRS. A. R. KING, Inc. 


811 NORTH NINETEENTH ST. 
PHILADELPHIA, PA. 


“OUR TRADE WILL LAST AS LONG AS BABIES ARE BORN WITHOUT SHOES” 
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Standard Equipment 
In Every Good Shoe Store 


% COMPLETE stock of Repco 
STRETCHERS is a distin¢t asset 
to every shoe store. To have 

= all sizes of stretchers is al- 

most as essential as a full run of sizes of 
a staple shoe. 

Many a new shoe needs a little easing 
out or breaking in to conform to the 
individual peculiarities of the buyer’s 
foot. The Repco STRETCHER saves the 
foot this inconvenience. The shoe mer- 
chant will find that the use of a Repco 
STRETCHER in a new shoe will give the 


Repco STRETCHERS are 
made in nine sizes, from 
No. 000 to No. 6. Corn 
and bunion plates are sup- 
plied with every stretcher 


customer more initial satisfaction and 
promote quicker and easier sales. 
Repco STRETCHERSare carefully made 
of the finest of materials that can be put 
into this type of accessory. The wood is 
fully seasoned rock maple and the blocks 
are connected by a strong steel hinge. 
The action of the stretcher is easy and 
dependable, made possible by the simple 
mechanism of a toggle joint and slow 
action thread screw. Arrows that get 
out of place or springs that weaken with 


_ use are absent in the Repco STRETCHER. 


February 19, 1927 











Look over your stock of stretchers today. Let your nearest 
Finpincs DEALER supply the sizes you need 


United Shoe Machinery Corporation, Boston 


San Francisco Branch: 859 Mission Street 


J. K. Krieg Company, 39 Warren Street, New York City 


ICI 9009090909090 090909. 9 
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women and children. 


3254—Smoked Elk 


The High Kiddiemox 


IN-STOCK 
3251—Tan Elk 


Here’s a genuine hand-sewed moccasin with flex- 
ible oak soles. Built for the most active children. 
One of a line of moccasin play footwear for men, 
Send for catalog. 


Berkshire Footwear Corpn. 


Holliston, Mass. 

















HOW IT WORKS: 

Open cover and slip 

laces in slot; gather 

laces under cover and 
close. 







AMBECOR CORP. 
321 Broadway 












Adds beauty and distinc- 
tion to both sport and nov- 


tached. Fastens and con- 
ceals the laces. Carried in 
many different designs and 





Instantly at- 








New York City 
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STIPPLE 


Reflector 


for 


SPRING WINDOW 
DISPLAYS 


The ENDURING LUSTRE features of STER- 
LING Reflectors is of tremendous value in the 
lighting of Shoe Windows because it guards 
against any possibility of the usual tarnish or 
discolor resulting from the action of the 
leathers on the silvered surface of ordinary 
Reflectors. 


STERLING Reflectors are always bright and 
brilliant. Most economical because they are 
more efficient. Satisfaction assured through 
our guarantee of “A Lifetime of Service.” 



































STERLING FLOOD-O-LITE, JR. 
for Spot-Flood 
Lighting 

Equipped with combination base 

which provides a 7-inch weight- 

ed portable base for floor use; 
for a 3-ineh flange base for 
attachment te wall, ceiling, or 
transom bar. Furnished with 
Guaranteed STERLING Refiec- 
ter, four color-lites and at- 
tachments, 5-ft. cord and 
separable plug for connection 
te any ordinary electric light 
socket. Unit can be easily 


sombied. Price 1 5.00 


Complete 









































Reflector & Illuminating Co. 


Representatives in All Principal Cities 
1413 West Jackson Blvd., Chicago, U. S. A. 
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Classified and Opportunities Department 


Copy 


insertion will be put over to the following week’s issue. 


POSITIONS WANTED 


4c per word. Minimum Charge 75c. 


LINES WANTED 


4c per word. Minimum Charge 75c. 


ALL OTHERS 


7c per word. Minimum Charge $1.25 


ALL DISPLAY SPACE 


Five dollars per inch. Allow 45 words to an inch 





RATES AND OTHER INFORMATION 


must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., on 
Monday of the week of publication im order that advertisements be published same week. 


When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 

Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 




















SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 











“Every’ Pair Absolutely 
Guaranteed” 
It doesn’t take a “High Pressure” 
Salesman to produce volume when 
u offer a merchant this line of 
ilwaukee Work and Dress shoes 
that is ‘Absolutely Guaranteed,” 


and then help him sell them with 
a strong Advertising campaign. 
We have several choice terri- 
tories open. 
Good proposition for salesman 
whe wilt work. Write giving full 
record. 


Steven Strong Shoe Company 
Milwaukee, Wis. 








TEN MEN’S — SALESMEN 


One of the largest men’s shoe 
manufacturers of wondiap uted lead- 
ership in staple men’s shoes has 
added a line of = zome Men’s Qual- 
ity novelty oxfords. Ten dollar 
shoes to retail at Seven Fifty. 


We will consider only road sales- 


Address C-611, care Boot & Shoe 
Rocerder. 207 South Street, Boston, 








Salesmen 


to sell Branded line popular-priced IN 
i by Direct to 


t 
States ‘open 
Montana, << 

Nevada, 
Missiasippi, 
ina, 

Cen- 
Ad- 


hoe 
Sar 


STOCK 
Dealer ing ine, eral ‘0 ob; 
conflicting lin traigh 














Geod Territeries Opened 


pAnd a + oo a site Sine of children’s 
ock. Please state 
ince “O68, is “are Jetiae Shos 
ress C- care 
aa 207 South S$t., Boston, 
ass, 








Desirable Territory 
for Salesmen 


to sell the Winchell line (for- 
merly Whitcomb Shoe Co. of 
Haverhill) of 50 in-stock 
numbers of men’s and boys’ 
Goodyear Welts to retail at 
from $3.50 to $5.50. Straight 
7% commission. No objec- 
tion to side lines or taking 
our’s for side line. 

We make the famous “Ball- 
room” shoe—They “Fit Fat 
Feet.” Eight original sport 
shoes in stock this season. 


Winchell Shoe Mfg. Co. 


NATICK, MASS. 








Well-Known Salesman 
Open for Line 


A well-known salesman with many 
years’ successful experience, is open for 
line of women’s popular-pric shoes 
for the coming season. He has a wide 
acquaintance among buyers in depart- 
ment stores, chain stores, mail order 
companies, and the wholesale trade 
Sona the ty country east of 
River. He is industri- 
ous, of character, and can furnish 
highest references. For further par- 
ticulars address: 
C-658, care Root and Shee Re- 
corder Publishing Ce., 207 South 
St., Boston, Mass, 





WANTED 


Salesmen (commission basis) for 
States: Va., part of No. Car., Ky., 
Ark. and Middle West. Men’s 
and Women’s popular priced nov- 
elties—our own factories, In-Stock 
Dept., three trays. Give full ref- 
erences and experience with first 
correspondence. 


J. K. ORR SHOE CO. 
Atlanta, Georgia 








Wanted 


Two experienced shoe salesmen, 
one for Ohio, Indiana and Mich- 
igan and one for Illinois, Mis- 
souri, Arkansas and Kansas, 
to represent a well known 
Brockton line. A man living in 
territory preferred. Reply in 
writing, giving references. 
C-655, care of Boot and Shoe 
Recorder, 207 South Street, 
Boston, Mass. 








SALESMAN 
We have an opening in the Southwest 
for a salesman who can prove by his past 
record that he has real sales ability. 
Please give us full details in your first 
letter, including references, especially for- 
mer employers. 
CHARLES A. EATON CO. 
Brockton, Mass. 





SIDE LINE 


Wonderful line of Men’s Patented Cushion 
Insole and corrective Arch Support Shoes. 
Eighteen samples; nationally known; ex- 
cellent proposition for the right man. 
Give references when applying. Seven 
per cent commission. New England 
States. Address 166 Walmut St., 
Milwaukee, Wis. 











ws oe experienced shoe salesman, one 
who has established trade in the southern 
e Louisiana, Mississippi, Geor- 
fi _—— Bast as a side 
ine our men’s welt shoes at $6, $7 
ons $ JIRBRICH-FOX: MILE R SHOE 
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Travel by auto. 
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—“SALESMEN WANTED 


BUSINESS OPPORTUNITY 


BUSINESS OPPORTUNITY 





WANTED to sell side line at 
shoes 1/5 and a8 neon 


fikize S08 


leather first 





GALESMEN | WANTED—Real live-wire shoe 
salesmen to carry a line of snappy McKay 
and Turn Novelties, Turn Slippers and Com- 
fort Shoes, all medium priced. The _follow- 
ing territories are_ open: Michigan an. 
Ohio, Wisconsin, Iowa, om We West Vir- 








An Opportunity for Distributor in New England 
Well known manufacturer of a nationally advertised line of style turn foot- 
wear of the comfort type and arch corrective’ welts known to women and 
merchants for half a century wants live New England distributor. 
financially able to carry $35,000.00 to $50,000.00 floor stock. Write C-663, oor 
AND SHOE REcorpDER, 189 West Madison Street, Chicago. 


Must be 














pala. ie and ry OF _ a: “s as, 
es senieeiorh, om m.. ou 
Dakota, yoming, Colo- 
rado, New ae Tdaho. UG Utah, Arizo Ne- 
yada, Oregon, as Address -626, 
care Boot and Shoe Recorder, 207 ‘South St., 
Boston, 





WANTED—Saleomen to carry our heel pro- 
tectors worn by women drivers. Every 
shoe de} Ae a atts Liberal commis- 
sion. E GILBERT MFG. CO., 
SR, hy. ¥ 





(prgestare for a live wire salesman to 
sell a fine established line infants’ and 
children’s Brooklyn Made Turns. All terri- 
tories except California, Greater New York, 
New Jersey. Can be handled as side line. Ad- 
dress C€-660, Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





GALESMEN wanted for following territory: 
Pittsburgh and vicinity, Baltimore, Wash- 

ington and vicinity, Kansas City and vicinity, 
on commission basis only. Women’s novelty 
shoes of better quality from in stock. MER- 
CHANTS SHOE COMPANY, 57 Lincoln St., 
Boston, Mass. 





SALESMEN WANTED to represent fast sell- 
ing line of women’s popular priced welts, 
stouts and regular widths in stock proposition. 
An execllent opportunity for right party with 
following as principal or side line. State ter- 
ritory and experience. Reference required. 
PROSPERITY SHOE CO., Inc., 174 Lincoln 
St., Boston, Mass. 





GAUESMEN WANTED —Side line, one grip. 
All children’s turns and stitchdowns. Stock 
proposition. Seven per cent commission. Sizes 
from first steps to 1114/2’s misses. Greatest 
popular priced novelty line on the market 
os ty gm me good ag Oe FLE 

IBLE SHOE COMPANY, ochester, N. Y. 





ALESMAN for Illinois. Travel by auto. 

Stitchdowns, McKays, Welts, Leggings. 
State territory you are covering. HAGERS- 
= SHOE & LEGGING CO., Hagerstown, 





SALESMAN WANTED for Chicago and Cook 
County. We want a man w has thorough- 
ly covered the retail trade in this ete? and 
knows where to place a medium priced line of 
fast moving boys’ and misses’ McKays and 
Stitch Downs. State full qualifications, age, 
and references in first letter. Address C-644, 
care Boot Shoe Recorder, 207 South St., 
Boston, Mass. 





GALESMEN WANTED—Men with success- 
ful records and established trade in North 
Carolina, South Carolina, Alabama, Mississippi, 
Tennessee, Kentucky, Oklahoma, indiana, lli- 
nois and California. s’ and girls’ McKays. 
ame gt s in-stock fast moving line. Give 

rience, , and references in first letter. 
hdd , J Ces, care Boot and Shoe Tuas, 
207 Seu th St, Boston, Mass. 





SALESMEN WANTED for Pennsylvania 
Ohio, Indiana, Illinois, southern Texas an 
the — — Line children’s and Misses’ 
turns; commission; references re- 
quired. ” fae R REHR SHOE CO., Orwigs- 


burg, Pa. 





RARE OPPORTUNITY—We are changing 
representatives in the following states in 
which we have established trade: Virginia, 
West Virginia, Tennessee, Wisconsin, Illinois 
and Missouri. Want men to Lag Ay line of 
In-Stock leather house slippers side line. 
Must live on territory and cover same close by 
auto. Give full a pe in first letter. No 
drawing account. Weekly settlement against 
orders received. hig A men now successfully 
fling commodity in shoe 

Ponts oy anufac- 





POSITION WANTED 


LINE WANTED 





Want Volume 
Business? 


If you want a volume business pro- 
ducer and country-wide distributor, 
I’m your man. Would like position 
as sales manager, or as traveling 
representative for. a reputable 
manufacturer of a “‘Feature’’ shoe. 
Have demonstrated and merchan- 
dised large and small city stocks 
from Canada to South America, 
and from Coast to Coast. 


Address C-662, care Boot and Shoe 
Recorder, 207 South Street, Boston, 
Mass. 





ATTENTION MANUFACTURERS 
My experience for past 8 years supervis- 
ing twelve shoe stores, women’s shoes 
principally, for one of the large operators 
is available to some manufacturer who 
wishes to increase his distributive outlets. 
Now employed. Excellent —— es from 
present employers. Addre: C-664, 
eare Bost and Shoe ecorder, 
189 W. Madison St., Chicago. 











OSITION WANTED AS SHOE BUYER 

AND MANAGER of a department store or 
shoe store. Experience in store management 
and systems that produce results. Possess a 
good oe Phen of shoes in both the manufac- 
turing and retail fields. Now employed. Ad- 
dress C-666 care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 








HELP WANTED 





OWING to the increasing demands for our 
ium grade Women’s Turn Comfort line 

of House and Street slippers, boudoirs, and 

ballets, we must have a la sales fo 

Twelve Samples; 

aneen —_ 

sim ne. Good opportun 

party. Address C-627, care Boot 

corder, 207 South St., 


ity for the ri 
Boot and Shoe 





LINE WANTED 


of women’s snappy McKays to retail at 
$5 and $6 by man thoroughly acquainted 
with volume trade. Could take care of 
output of twenty to thirty case factory. 
Sere C-665, care Boot and 

Shoe Reeerder, 207 South St., 
Boston, Mass. 











LINE WANTED—Am selling best New Eng- 
land trade and want a line of misses’, chil- 
dren’s and infants’ stitchdowns that are car- 
ried in stock and can be shipped quick. Ad: 
dress C-661, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 








FOR RENT 











MANAGERS WANTED 

For retail chain of popular price family 

shoe stores operating throughout the Mid. 

Stores are located in towns of 

Splendid opportunity 

for advancement and investment possibili- 

ties. Only Pe! of proven =, under 

35 years of sply. H. 

Chenoweth, “#505 College a 9 
Mancie, I 

















PARTNER WANTED 








PARTNER WANTED 
New shoe factory now in operation and 
making money will take in partner; want 
to expand. Your dollar this time will 
buy for you $2 worth in our business. A 
clean proposition te the right man. 
ction at once is necessary. Address 

C-659, care Boot ana Shoe Re- 
207 South St., Boston, 





DEPARTMENT TO LEASE 
Prominent speciality store doing large vol- 
ume high class ready-to-wear in one of 
the largest Texas cities has wonderful 
space available to lease for 

SHOE DEPARTMENT 
MEDIUM and FINE GRADES 
Splendid opportunity. Fullest references 
demanded and given. Address C-657, 
care Boot and Shoe Recorder, 
239 W. 38th St., Ninth Floor, 

New York, N. Y. 

















FOR SALE 


UNCIE’S oldest and best shoe store for 

sale. $5,000 cash, wigs ood Nae? 9 
Wonderful opportunity. Box 547, 
Muncie, Ind. 








FOR SALE —tgablished fifteen years in St. 
Louis, M wntown loop district. hoo. 
lar priced A men-women shoes, Three years 
lease. i opportunity. C-656, care 
Boot _and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 


Lopes shoe department, best location, 
Roanoke, Va. stablished ready-to-wear 
store, plenty window display; percentage basis. 
ne do — 6 TAC py shoes $4.50 to $8. 50 
H. WEINSTEIN & 
COs #402 “4 Jollscen = Roanoke, Va. 











MERCHANT NEEDS 








ADVERTISING NOVELTIES 
and SPECIALTIES 


COMPLETE LINE. WE HAVE IT. WE 
WILL GET IT. WE WILL MA 

FOR YOU. saciid 
W. E. FOLLIS ADVERTISING Vv! 
159 N. STATE STREET CHICAGO 








Information for Shoe Merchants 


The advertising pages of the Boot d Shoe 
Recorder constitute an almost inexhaustible source 
@f information as to where and what te buy 
‘They are worthy of your closest attention. 
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MERCHANT NEEDS 


MERCHANT NEEDS 


MERCHANT NEEDS 








aX Mae 4% 
NTO thy IY 
ys a i ‘ uf 
rats'aa vay 
Ye af | 
ARIE 
In woee ONLY, BUT IN MANY vemeca. 


Easter WINDOow TRIMS 


FONKEN —Some of our New Period Dis- 
play Fixtures can help you much 
in making attractive trade pull- 

andise 


ing displays of your merch: 
for this occasion. 


—wWe catalog complete sets for 
. — Clothing, 

i in price 

from $25.00 to $88. 00 per set, 
which effective results can 

be had as illustrated above for 
—” shipment and season’s 











/ 


—It might be a good business move to look into 
your present equipment and see if a new set is 
not advisable. 


Of interest to the Display Man. 
Ask For Speciat Boox No. K 11 























Milbradt 
Ladders 


made for 40 years 
by the original in- 
ventors. 

Made in all styles 

_ to suit any shelving 
condition. 

@et our price before 
placing your order 


Milbradt 
Manufacturing Co. 


2416 Ne. 10th Street 
ST. LOUIS, MO. 
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WANTED TO PURCHASE 








CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 


622-624 Broadway, New York, N. Y. 
Phone Spring 1443 





EYWOOD-WAKEFIELD Shoe 
Store Chairs give the utmost 
customer comfort in the smallest 
space. Our seating experts will be 
glad to help you on your require- 
ments, without any obligation on 
your part. 


Reltnom, Md.; Boston, Mass.; ; Buffalo, 
; Chicago, Iil.; Kansas City, Mo.; 
» 2 ‘Angeles, Calif.; New York, N.Y.; 
Philadelphia,Pa.; ; St.Louis,Mo. : Port, 
.» Oregon; San Francisco, Calif. 





price tickets 
TILTS AT ANY ANGLE 


Small, Neat, Everlasting with many 
advantages over common pin. Slips on 
and off shoe outly. Now used by T 
grade 
Gross 
Refund if unsatisfactory. 


M. D. POLLINGER CO. 
416 Victoria Bldg. St. Louis, Mo. 




















HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy your 
surplus or slow sellers. Quantities no object. 
Retail or wholesale. Short term leases taken 
off your hands. Wire or phone us. Corres- 
pondence confidential. Established 1890. 


MAX GLAUBERG 
436 Grand Street, New York City 


We also purchase clothing, hats, furnishing 
goods, etc. Dry Dock 0352 











Sell Us Your Left Over 


New Yors« Export Purcnasine Corp. 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 











Metal Shoe Fitting Stools 


and Floor 
Mirrors 


Ne. 141 


rire; THE CHICAGO 
«~d pice WIRE CHAIR CO. 


621 N. La Salle Street, Chicage, il. 


| WINDOW 
DISPLAY Fi F a 


I SEGALLé SONS 


933 ARCH ST. 
PHILADELPHIA, PA. 


| ARE BUSINESS GETTERS 


ESTABLISHED 1890 


LABELS 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


2e3- an LEXINGTON AVE , BRODKLYN. NY 
AMERICA’S GREATEST 
SHOE CARTON & LABEL MFCGS 




















GLASS EYES 


For Bunny and Kit- 
ten Children Slippers 
and other decorative 
purposes. 
G. SCHOEPFER 
16-18 West 36th St., 


KITTEN EYES New York, N. Y 
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Syracuse Salesmen Meet 


SYRACUSE, N. Y.—The Syracuse 
Retail Shoe Salesmen’s Association 
met on Feb. 15 at the Chamber of 
Commerce, and after a 6.30 p. m. 
dinner listened to a talk by Profes- 
sor Sibley, a member of the faculty 
at Syracuse University, who took 











fic’ and gave both a novel and 
interesting address. This meeting 
was a joint “get together” of the re- 
tail shoe merchants and the retail 
shoe salesmen, and had a record at- 
tendance. 








































S 
LE MERCHANT NEEDS 
many 
highe 
30 
Large Assortment of 
‘Mo. Brocades 
Imported Cut-Steel Buckles 
Domestic Rhinestone 
) Buckles and Heels 
=I S. Aprile & Co., I 
. e ‘o., Inc. 
— Importers 
ES 61 West 50th St., New York City 































450 Rooms—450 Baths 


For Two, $5.00 


Special Weekly Rates 


per Month 


for his subject “Adventures in Traf- - 


The Belvedere Hotel 


48th Street, West of Broadway, New York City 
Times Square’s Finest Hotel 


Within convenient walking distance to important 
business centers and theatres. Ideal transit facilities. 


Every Room an Outside Room—With Two Large Windows 
Large Single Rooms, size 11’ 6” x 20’ with bath, $4.00 per day 
Twin Beds, $6.00 
Large Double Rooms, Twin Beds, Bath, $6.00 per day 


Furnished or Unfurnished Suites with serving pantries, $95 to $150 


Moderately Priced Restaurant Featuring a Peerless Cuisine 
Illustrated booklet free on request 
CURTIS A. HALE, Managing Director 
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Looking Backward 


Some Reflections on Where Style 
Is Taking Us 


AM not a 

prophet nor 
the son of a 
prophet, but I 
have a good 
memory. Some- 
times I think the 
shoe_ business 
suffers from a 
failure to look 
backward once in 
a while. I think that is true. 


Back there in 1918 I saw signs of 
the war winding up just as it did 
and finding the shoe business un- 
prepared for peace as it was unpre- 
pared for war. I said to a lot of 
shoe men: “You have forced prices 
as high as they can go. You have 
been riding along on the crest of the 
wave. You are living in a fool’s 
paradise. You had better begin to 
look for a way to climb down off 
your high seat.” 

And some of them said to me: 
“Back to your shell, you poor old 
crab. You are out of date.” Well, 
a lot of them lost their shirts in the 





























Obtainable through your manufacturer only 


VANITY NOVELTY WORKS 
1261 Atlantic Ave. 
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readjustment period, didn’t they? 

Right now we are climbing up to 
another peak. With this high style 
craze and an extravagant public to 
squander money for anything that 
looks expensive, we are facing a re- 
adjustment just as surely as we 
faced it in 1920. 

Some of these days the fool public 
will awaken, and then—look out for 
breakers! The buyers’ strike of 
1920 will be a small affair compared 
with the new one. 

Extreme heels, cut-out shanks, 
silly patterns, stub toes, wild-eyed 
flapper stuff, and freaks are crip- 
pling the feet of the nation. When 
the women come to their senses they 
will rebel in a manner that will 
cause a pile of grief. Of course, we 
must have beautiful shoes with lots 
of color. Of course, we must have 
changing styles. But why not make 
shoes beautiful and comfortable? 
Why not make a beautiful shoe with 
a sensible heel—no, I don’t mean 
flat heels. I mean sensible heels. 
Why can we not have shoes that fit 
right and insure health to the 
masses? Why do we go on making 
pretty shoes that torture feet? Even 
the flappers are beginning to yell. 
Uncle Dudley. 


ORIGINAL 
AND 
ARTISTIC 


A new leather ornament 
that will do much to set 
your smart spring styles off 
to proper advantage. When 
ordering your new foot- 
wear, specify this and other 
VANITY ornaments. They 
help sell shoes. 


Brooklyn, N. Y. 
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“The Place to Sell Hosiery Is the Shoe Store” 































Che Breakers 







ATLANTIC CITY 
Preferred—in Winter and all seasons—by 
those who know and want the best . . . either 


upon the American or European plan . 
and sensible rates withal. 
Health Baths, Golf Privileges, Orchestra, 
Dancing. Garage on premises. 
JOEL HILLMAN, President 
JULIAN A. HILLMAN, V.-President 
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THREE YEARS AGO “HOSIERY” 
started to preach that text to an audience 
of over 10,000 attentive shoe merchants. 
The sown seed is growing with amazing 
rapidity. All over the country shoe mer- 


chants are putting in hosiery depart- 
ments. Ea month the idea grows 
bigger. 


So we say to you—the place to sell 
hosiery easily, is to the shoe merchant. 
The Boot and Shoe Recorder, through this 
Hosiery section, offers a direct approach 
to the most responsive group of hosiery 
buyers in the country. 


Boot and Shoe Recorder Publishing Company 
Boston, Mass. 
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The Boot and Shoe Recorder 


* 
Serves in 
Getting More Shoes Sold Right; not only “more” but “right’’; sold 
for the right purpose, to the right wearer, in the right fitting, for the 
right price, at the right profit. This is the great problem of the retail 
shoe merchants. The chief purpose of THe Boot anp SHoe Recorper 
is to help solve it; for this is the basic problem upon which depends 
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Next Week 


you will find 
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Boot and Shoe 
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HE gets her’s first, and how— 

telling the story of the woman 
who wants what she wants and 
gets it—see next week’s issue for 
“how to get the money away from 
her.” 


HE colorful section has an eye- 

treat in store for you, proving 
that the pictorial age is also the 
profitable age. 


HAT is selling—a survey of 

first showings by merchants 
and what is selling best. Two 
spring styles periods ahead. 


HOE store service section to 
help get more shoes sold right. 
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“Alesan” 


Open shank sandal. The 
approved sandal type, lend- 
ing itself to pleasing and 
attractive combinations. 

























“Astral” 


Another fast selling strap 
pattern. Collars of con- 
trasting materials. Wave 
edge. 
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The inner circle—those 
smart women who know 
how to dress and what to 
buy, and their followers, are 
invariably attracted to stores 
featuring Sherwood shoes. 
Sherwood shoes open many 
real sales opportuni- 
ties to worth while 
customers for mer- 


chants handling them. 
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